











Remember When You 
Bought Your First 


Adding Machine? 


Seemed like a lot of money to invest 
inone piece ofofhice equipment—didn’t 
it? Probably it took you some time to 
make up your mind to buy. 

Hasn’t it already brought all that money, 
and more, back into your business? Without 


it, the salary of a single extra clerk would cost 
you more in one year. 


Hasn’t it become one of your most valuable 
and trusty employees and lived up to every 
claim made. by the Burroughs Company? 


An Even Better Investment 
Than That First One 


This same Burroughs Company now makes you another 
recommendation—a machine that will not only do all the 
old one did but will also post your ledgers and get out your 
monthly statements more accurately and quickly than they 
can be handled in any other way. 


It effects a great saving over ordinary methods of doing 
this work—even greater than your first machine showed 
over the no-machine-at-all way of handling figures. 


Wouldn’t you like to know how others in your vicinity, 
in lines of business similar to your own, are using these 
Burroughs Statement and Ledger Posting Machines? 


Write today and we'll send you complete information, 
You'll find it very interesting. 


Offices in 170 cities. Your telephone book or your 
banker will tell you the nearest; or write to the factory at 
Detroit, Michigan. 


burroughs 


vent Costly Errors — Save Valuable Time 











411 East Eighth Street 
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MEMO BOOKS 


The Pigeon Holes of Your Mind 


The most useful, handsomest and most compact 
companion ever devised. Takes up very little space 
in the pocket, carries enough sheets for all purposes 
and an index for permanent reference. Has the 
handy concealed button ring openers. The greatest 
possible aid to personal efficiency. Bound in finest 
black morocco—lined with leather. Sheets can be 
had in six styles of ruling. Made in fourteen sizes 
from 2x4 inches to 11x8% inches. Priced from 95c. 
to $4.60 complete with sheets and indexes. Also 
made to special order in any size to meet particular 
needs. 


Large Ring. Books 


Construction is similar to the @=fPam Price Book, 
but much heavier. Many people prefer this book 
to any other as a ledger, journal, stock book or sales 
book. 

Bound in cowhide with corduroy sides—half black 
cowhide back and corners, cloth sides—or in full 
drab canvas. Sheets can be had in five popular 
rulings, twelve sizes from 11x8% inches to 14x8% 
inches—also made to order in any size. 


At All First-Class Stationers 


Irving-Pitt Manufacturing Co. 


Largest Loose Leaf Manufacturers in the World 


| (Coose) J-P (ear 


BOOKS axon FORMS 





Kansas City, Mo. 





“Making Him Buy” 


By HENRY C. LAWRENCE 


Author of “Turning Him Down,” 
‘Making Him Pay,” etc. 


A Practical Book on Salesmanship that 

will effectively persuade your prospective 

customers to buy your goods. It tells you 

how to create a buying appetite for your 

merchandise—how to make a dealer feel 
that he cannot get along without your line, in other 
words: 


How to Win the Sale 


A 320 Page Book, Silk Bound, Crammed full of selling 
suggestions from cover to cover; full of snap and vim, 
able to do just what its name implies. 


Every Sales Manager and Traveling Salesman should 
have a copy of this practical business-getting help. It 
outlines campaigns for your mail-order department—puts 
thousands of business-talking points at the disposal of your 
drummer—an indispensable aid for the busy correspon- 
dent, for his ‘‘follow-up”’ sales letters. 


Price $2.00, Delivered on a “‘Money- 
Back’’ Guarantee if Not Satisfied 


“‘Making Him Buy”? is a very fine treatise | ‘“Worthall the cost.” —A. J. TowerCo., 
on salesmanship, not the least over-rated.’” | Chicago. 


—Jackson Iron & Bronze Works. ai 
Another good one.’’—Steele, Wedeles 


Co., Chicago. 
‘*Best of its kind, I ever saw.’’—John S. ie Or” 


Withee, Secy., Louisville Advertisers’ | ‘“Well pleased."*—Grand Rapids Show 
Club. Case Co. 


Consolidated Publishing Co. 


9th and Olive Sts., (P. O. Box 1000) St. Louis, Mo. 














“Making Him Pay” 


By HENRY C. LAWRENCE 
Author of “Turning Him Down”, “Making Him Buy”’, etc. 


AN up-to-date treatise on the Collection Problem, 

so practical, that it has become the daily working 
partner of thousands of credit managers. The entire subject of. 
collections is divided into four general classes, with sub-divisions and full 
details explaining the most successful methods of handling each class. 


“Making Him Pay” shows you how to conduct the corres- 


pondence of your collection department with the least work and the 
greatest returns, submitting 460 complete collection letters as examples, covering 
every phase of the collection problem—how to persuade, how to encourage— 
how to coerce, if necessary. 


One of the valuable features of ““Making Him Pay’’ is 


The Blue and White Card System 


(illustrated) 

Simplicity itself, enabling your collection department to keep con- 
stantly on the “firing line’ with your slow accounts. A card system 
that will make your delinquents pursue themselves. A perfect method 
of doing what you intend—on the exact date desired, and of ascertaining, 
within a few seconds, what action is contemplated on a given date with 
any account on your books. This chapter alone, is worth many times 
the cost of the entire work. 


In addition, however, there are 280 pages full of collection suggestions that will 


reduce your credit losses. It isan aid to the already successful collection manager 
because it gives you the advantage of knowing how other collection 
managers have met and won out over difficulties they have encoun- 
tered in their collections. It gives you the value of years of such expe- 
rience. It will help you to bring in your past due accounts—we offer it 
to you on the guarantee that it 
will. 

Pin a $2.00 bill to this letter 
and mail it to uS—your money 
back if you want it. Better or- 
der your copy today—of particu- 
lar value during the next few 
months. 






































Utica Heater Co., Utica, N. Y. 
“*‘Making Him Pay’ contains 
many valuable hints and should 
be of considerable service even 
to the most experienced credit 
man.” 















Cluett, ‘Peabody & Co., Troy, N. 
Y. “We have been using ‘Making 
Him Pay’ and ‘Turning Him 
Down’ in our various credit de- 
partments, to advantage. Find 
them helpful in dealing with our 
customers.” . 












Marion Iron & Brass Bed (Co., 
Marion, Ind. “Very good, indeed, 
are your books, ‘Making Him 
Pay’ and ‘Turning Him Down.’” 










Consolidated 


Publishing Co. 


9th and Olive Sts. P. O. Box 1000 
St. Louis, Mo. 


p TURNING HIM DOWN 


The vital letter in the credit department i is the letter 





declining an order; or that one limiting an account. 


g “Turning Him Down” is a complete, common-sense discussion of 
a system of credit correspondence relating to every possible phase of 
declining orders from merchants with impaired credit. 


g Astudy in credit cor- 
respondence, together 
with one hundred and 
fifty complete credit 
letters. Their greatest 
strength is due to the 
fact that they were writ- 
ten at a time when their 
publication was not 
contemplated, being a 
compilation of actual 
credit letters from busi- 
ness files — their con- 
vincing arguments have 
brought results. 


@ Many concerns — 
perhapseven yours have 
sacrificed an order to 
a letter declining it on 
regular terms, while 
another letter suggested 
in this work would have 
explained how to get 
security or remittance 
from the prospective 
customer without irrita- 
ting him. 





@ No small volume of 
business, from time to 
time, comes to a credit 
department from doubt- 
ful credit risks. 


@ But they must have 
goods, and in the ab- 
sence of security, must 
pay someone cash in 
advance for them. 


@ Mr. Lawrence has 
explained every detail 
—every possible phase 
of the delicate corres- 
pondence which de- 
clines to fill an order 
on regular terms, and 
at the same time brings 
a remittance. 


@ Thelogicwith which 
he writes—the common 
sense logic — persuades 
the new account with 
impaired credit, to pay 
in advance, induces the 
old customer, whose 
account is limited or 
who is behind in his 
payments, to remit; and 
neither is offended; both 
are satished to do so 


It will help you every day in the year 


@ You will have solved the ‘ 


‘turning down”’ problem if you pin a $2.00 


bill to this circular; with your name and address, and send it to us today. 
A copy of “Turning Him Down’’ will be sent to you charges prepaid. 
Order a copy now—while you think of it. 


‘*We know we are going to get a good many times $2.00 worth from 
the perusal of “Turning Him Down’’—The Charles E. Hires Co. 


**We received your credit book this morning, and although we have _ 


not had time to give it but a hasty glance, 
"—John D. Rabb Chair Co 


worth. 


it has already proven its 


CONSOLIDATED PUBLISHING CO. 


Ninth and Olive Streets 


ST. LOUIS, 


MO. 


(P. O. Box 1000) 
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The Standard Manuédr 


URCHASED annually for 


eight successive issues by 
thousands of the leading 
credit men of the United States 
and Canada. Dependable for 


ready reference because: 


1. Compiled by the National Asso- 
ciation of Credit Men and bearing the 


Association’s official seal. 


2. Summaries of laws and customs 
presented are revised and amended 


annually by experts. 


3. Studied and presented from the 
credit man’s viewpoint and designed 


to answer the questions that are daily 


submitted to the Association offices by 


members. 


ch 


ne 


xr the Credit Desk 


4. Enlarged yearly to fulfill the 
changed requirements of new laws and 


new conditions. 


5. A development of eight years of 
experience of credit men in forty-eight 
states, not a layman’s diagnosis, of what 


a credit man should require. 


6. It is a volume to which credit men 
can turn for help in determining con- 
ditions bearing upon credit risks and in 


meeting collection problems. Whether 


doing business in few’ or many states, 


the credit man needs to know what 
legal remedies he may have or legal 
obstacles he must meet in keeping his 


accounts or receivables at par. 


Price, $2.00 Delivered 


National Association of Credit Men 
41 Park Row New York, N. Y. 
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No. 1—Outside Before Folding 


A Property Statement That Carries Positive Prot 
of Transmission Through United States Mails f'\ 


REDIT men who attended the Salt Lake City convention will remeghem, 
ber the very interesting report of the Committee on Credit Depagire su 
ment Methods delivered by W. M. Bonham, chairman. He stated t# M 
financial statements had been the subject of much discussion during tecure 

year, and spoke as follows: ” 
“After careful thought and recognizing the economy and | 

value of statements showing upon their face that they have 

been transmitted through the mails, your committee adopted a 
self-addressed property statement form with a series of ques- 

,tions covering the pertinent practices and conditions of a mer- 
cantile enterprise which should become very popular. Your 
committee earnestly recommends that this form be used by the 
members whenever it is adaptable to their credit departments.” 

In line with this suggestion we show three illustrations of this sel 
addressed Property Statement Form, Cut No. 1 showing the address side! 
the blank folding with the two sides flaps, and the top flap which has a gummé 
edge for sealing, also the space provided for the list of firms from whom goo 
are bought. Cut No. 2 shows the opposite side of the blank which contains t 
complete Property Statement. Cut No. 3 shows the blank after being fold 
sealed and mailed. 

Readers of the “Bulletin” will recall the account published several mont 
ago of the time, trouble and expense incurred by Endicott, Johnson & 
in successfully prosecuting the maker of a fraudulent statement. Th 
were obliged to retain and identify the envelope in which this statement ¥ 
received, and have as witnesses the persons who received and opened it. 
required their attendance at court in a different city at two trials. If th 
property statement had been self-addressed, thereby showing the fact of m 
ing, this debtor could have been successfully prosecuted without the expen 
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r ute of all this time and money, and needless to say, Endicott, Johnson & Co. 
*y ere now using the Association’s self-addressed Property Statement Blanks. 
ils The National office keeps these Property Statement Env-O-Blanks (as they are 
lied) on hand ready to be imprinted with the name of the house ordering 
emeghem, furnishing them to Association menibers at the following prices, which 
epa te sufficient to cover their cost when bought in large quantities. 
ed ti#’ Members are urged to adopt them, as it is almost impossible otherwise to 
ing Recure proof of mailing of fraudulent statements. 
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s sel 
side 
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fold 
mont No. 3—Completely Folded and Sealed As Received by Creditor 


The 1000 - - $10.00 250 - - $4.00 
nt W 500 - - 6.00 100 - - 2.50 


National Association of Credit Men 
41 Park Row, New York City 












“The Largest Fire Insurance Company in America’”’ 


ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 
NEW YORK 


No. 56 Cedar Street, New York 


A Policy of Insurance issued by “THE HOME 
OF NEW YORK” is the Best Security for 
Business Credit that can be asked for, or given, 
because every “HOME” Policy is backed by the 
largest Cash Assets of any American fire 
insurance company. 


ALL BRANCHES OF FIRE INSURANCE 














This card is offered by the Association at cost price: $2.50 
per thousand or, in lots of five hundred, $1.50, carriage ff, 
collect. Size, 514 x 84%, to fit ordinary business envelope. t 
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‘A Central Bank Credit Bureau 


THoMAS J. KAvANAUGH, Mississippi Valley Trust Co., before 
Robert Morris Club, Assembled in Connection with 
Salt Lake City Convention. 


With an almost entire absence of organized effort in one of 
our most important fields—the field of credit extension—the bankers 
of this great country are fifteen years advanced into the twentieth 
century, this age of enlightenment when the unification of forces 
is being brought into play in the different departments of capital 
and labor-for the solution of complex problems and the simplifi- 
cation of complicated methods. 

In no department of commerce or banking is there greater 
need for a spirit of mutual aid and co-operation than in the depart- 
ment of banking credits—a need not for the individual, compli- 
cated and unsympathetic methods at present existing, but for the 
crystallization of that spirit of mutual aid and co-operation into 
a unified, centralized system, a central bureau, equally available 
to all and affording equal protection to all entitled to its benefits. 

Within the past few years large commercial failures in this 
country have been somewhat frequent and alarming. Many banks 
are entirely innocent sufferers through the purchase of the paper 
of such concerns in the open market. Doubtless, these concerns 
checked well with their banks at the time of the paper sales. In 
charity to the banks who checked such names, we must assume that 
they were unaware of actual conditions at the time of such check- 
ing. If we rightly assume this we must arrive at the conclusion 
that they had not at their command the proper medium for ascer- 
taining accurate information, and if we are correct in this line of 
reasoning and pursue it still further, we must submit that if such 
an absence of proper medium exists, the time is certainly ripe for 
remedial action. 

If we should investigate the history of commercial failures 
and closely scrutinize each individual case back to its cause, we 
would find that many of the banks who were affected by such fail- 
ures became parties thereto without sufficient knowledge of the 
underlying causes that were gradually leading to disaster. It is an 
old adage that “self-preservation is the first law of nature,” and 
in a great many instances there has, unfortunately, been a tendency 
on the part of some banks to withhold to an extent real conditions 
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in order to help carry their clients over critical periods. I would 
rather not say that this is done knowingly and in the belief that their 
action in doing so is going to involve others in the whirlpool of 
misfortune, but I do say that there are hundreds of cases where 
banks are caught in commercial failures, yet had they known all 
of the facts before they had become interested they would have 
steered clear and let those already interested carry the burden, and 
I say also that there have been instances where brokers have un- 
loaded, seemingly without scruple, in cases of apparently doubtful 
issue. Were the banks properly organized for mutual protection, 
no such unloading could occur. 

We have clearing houses to facilitate the transit of banking 
business. The functions of these clearing houses have become so 
broad that they have taken in many other features not originally 
contemplated. Strange to say, one of the most important features 
that they might have included in their organization in the past, 
seems, with but practically one exception, to have been neglected: 
I refer to their possible use for the collection and distribution of 
credit information amongst banks. 

A bank, whether national or state, is essentially a credit insti- 
tution. Its prime object is the lending of its credit for the facilita- 
tion of commerce; its very life-blood and real source of profit are 
inseparably associated with credit; yet, if we look back into the 
past we will find that the establishment of credit departments in 
banks has been of comparatively recent origin and the result of 
the example set long before by the mercantile and manufacturing 
institutions of the country. I doubt if any one of you will disagree 
with me when I state that, even at this late date, there are hun- 
dreds of fairly large financial institutions that are yet without 
regularly organized credit departments, and that those banks are 
not numerous which attach due significance to the important part 
that is being played, and should be played, by the bank credit 
department in the business life of to-day. 

It seems a long step from the organization and establishment 
of the individual bank credit department to the organization of 
the bank credit clearing house, and few there are who have given 
the latter serious consideration, and who—should they be ap- 
proached upon the subject—would not offer many objections to its 
feasibility. Yet, the credit clearing house for banks is bound to 
come just as surely as the bank credit department in the leading 
financial institutions came and as surely as the regular clearing 
houses came. 

It is decidedly a reflection upon the system and organization 
of the financial interests of this counutry that there exists no 
medium which would act as a force for mutual protection through 
the dissemination of both favorable and unfavorable information 
regarding commercial banking credits. It places the smaller insti- 
tutions of the country, which cannot afford regularly organized 
credit departments, at a disadvantage in the investment of their 
surplus funds; it places the country bank practically at the mercy 
of the paper broker, upon whose advice, given however honestly, 
still with the instinct of the salesman, it sometimes unwisely relies ; 
it places the large city bank at the disadvantage of having to 
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duplicate its numerous replies day after day to their different 
correspondents on customers, and very often on concerns who are 
not customers, until the performance of this duty becomes so 
monotonous as to be merely mechanical, thereby losing much of its 
value for credit purposes. In the leading New York and Chicago 
institutions the number of such letters answered during the busy 
paper-buying seasons becomes enormous, a tax both upon their 
labor and patience, and the immensity of ‘the task is very little ap- 
preciated by the individual institutions with which the inquiries 
originate. A bank éxaminer once told me that the number of small 
banks that carried in their portfolios notes of city concerns whose 
credit did not pass the scrutiny of the large city banks is really 
surprising, and he told me further that such country banks bought 
the paper entirely on the recommendation of the broker. 

If we were to analyze carefully the two principal sources of 
information available at present, we would find that in the first, 
the mutual interchange of credit information between banks there 
is much of the endless chain character inoculated into our system; 
each of twenty or forty banks trades its cash for credit obligations 
because the other nineteen or thirty-nine do so; and sometimes a 
large concern is liable to become over-extended through the too 
liberal confidence placed in its ready liquidity. 

The second, the mercantile agencies count among their sub- 
scribers all the concerns worth while in which banks. are most 
likely to be heavily interested, and the desire for self-protection 
in the matter of contract renewals is very often liable to curb any 
too ready inclination towards withdrawals of rating, although to 
their credit be it said that no such selfish spirit has been evidenced 
to any extent in the character of their past services. However, 
their reports are invariably built around skeletonized frames and 
the “fillers” are most often furnished by young men inexperienced 
and not competent judges of scientific credit conditions. Neverthe- 
less, the value of the reports as to antecedent information cannot 
be overestimated. 

Do we ever stop to ponder our negligence in this initial step 
of credit-granting, or do we stop to consider that, while our com- 
mercial friends are, year after year, improving their credit facili- 
ties, we refuse to awaken to conditions that are becoming every 
year more complicated and difficult and fail to remedy the situa- 
tion by an organization which would- act as a medium for the 
scientific collection and distribution of real valuable information? 

According to statistics compiled by Bradstreet, 80.5 per cent. 
of the number of failures of 1913 were due to faults of those fail- 
ing. In 1912 the proportion was 80.3 per cent and in 1914 the per- 
centage was reduced to 78.8 per cent. The better percentage shown 
in 1914 might have been due to more careful scrutiny and to the 
restriction in the matter of credit-granting. Bradstreet divides the 
causes of failure into two classes, namely: 

Class A due to the faults of those failing, giving the following 
causes: 

Incompetence. 
Inexperience. 
Lack of Capital. 
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Unwise Credits. 
Speculation. 
Neglect of Business Due to Doubtful Habits. 
Personal Extravagance. 

Fraudulent Disposition of Property. 

Class B not due to faults of those failing: 
Specific Conditions—Disaster, etc. 
Failure of Others. 

Competition. 


Of the conditions in Class A there appears to have been a 
noticeable reduction in 1914 in the item of “Unwise Credits,” while 
lack of capital was a large contributing factor. This would seem 
to bear out the statement that this condition was due to restriction 
of credits, which in turn was due to financial stringency. 

Bradstreet also shows that over 95 per cent. of the number 
failing had very moderate or no credit-rating. This should ordi- 
narily reflect a high percentage of efficiency on the part of the 
mercantile agencies’ reporting system, but what we bankers are 
most concerned in is not the number of failures, but the volume. 
Personally I believe that in volume the aggregate of the small 
failures would suffer much by comparison with the volume of a 
small number of failures of large companies which enjoyed a good 
commercial rating up to the last moment. 

Bradstreet also makes a point that “Compared with a decade 
ago, 1904, to be exact, the number in business shows a gain of 33 
per cent. and compared with 1894 the increase is 67 per cent., while 
the gains in population in the same periods were, respectively, 20 
per cent. and 46 per cent., in other words, the number in business 
increased proportionately much more than the population.” This, 
however, would not necessarily mean a dilution in business, as it 
must be remembered that the wealth of the country has vastly 
increased in the last twenty years and the standards of living have 
become much higher, thus causing a much greater purchasing and 
consuming capacity in the country, but there is no question that 
at times there occurs an over-expansion which is always followed 
by a period of contraction in credits, and in these periods of over- 
expansion much of the wise judgment of the arbiters of finance 
seems to be cancelled by waves of optimism, and in the periods of 
restriction’ there is always’ a too severe spirit of pessimism which 
very often causes embarrassment not only to the unworthy, but also 
to the worthy. 

My contention is, that in the periods of seeming prosperity, 
when credit usually runs unleashed, the scrutiny of loans and the 
investigation of applicants for credit should be as great, if not 
greater than in the period of business contraction (in other words, 
we should not be prone to destroy that which we have helped to 
bring about); and it is more than likely that were such a course 
followed the business community would not suffer so greatly from 
the results of business restriction following periods of prosperity 
as it has in the past. 

It is apparent from the figures given by the Bradstreet Agency 
that the large majority of failures are due to causes originating 
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with those failing. It should be also apparent to all of us that there 
must be periods in each one of these cases when at least some of 
the facts become known to those immediately concerned as credi- 
tors, and that if the policy of wise restriction were enforced and 
some warning given through a confidential medium to outsiders to 
avoid the danger zone, the volume of the individual failure would 
not become so great.. This statement may-seem of too drastic im- 
port, but who can controvert the logic embodied in the idea that if 
a concern is heading towards disaster it should be switched into a 
side track and let prospectivé creditors pass safely on the main 
line of commerce ? 

As to what it has meant in the past to fortify ourselves with 
the proper information upon which to base indirect credits, or, in 
other words, the paper purchased through brokers, I take the liberty 
of quoting from an article published in the Bankers’ Magazine of 
May, 1913, and emanating from the learned pen of Mr. Snyder, of 
Philadelphia : 

“How can a bank’s officers judge the integrity and ability of 
men scattered over the broad country—men with whom they never 
come in contact and whom they would pass without knowing on the 
street? Here the banker must depend upon the opinion of some 
one else for the impressions he is unable to gather from a man’s 
history as set down in the mercantile reports. The problem is to 
get an expression from a banker who knows the risk and to be 
only ‘once removed’ from the source of information. If the maker 
of a note does business in Seattle, and your facts come from 
Philadelphia via Chicago and San Francisco, the opinion may 
reach you in a somewhat garbled state, since it is rarely a direct 
quotation, but is generally tinctured by the minds through which 
it has passed. Some banks protect themselves by a triple or 
quadruple checking through. different reserve centers, but it some- 
times happens that all the intermediaries are relying on the same 
primary source and the result is in effect a single opinion.” 

The fact that the Siegel, Claflin and other failures of very 
considerable volume have occurred, when such concerns were seem- 
ingly enjoying the best of credit up to the time of their failure— 
so far as the general banking fraternity of the country was con- 
cerned, has, however, brought into question the advisability of banks 
in general relying too greatly upon opinions which may be second- 
hand, and as I stated before, the result of an endless chain of mutua! 
expressions of opinion. I do not wish to be for a moment under- 
stood as deprecating the great value of the opinions of banks in such 
matters, but at the same time it cannot be denied that banks in the 
past have felt embarrassed by the free and frank expression of 
opinion which they considered might be harmful to concerns seek- 
ing credit, and perhaps extremely hurtful to the banks’ own 
interests. 

If there could be devised some channel through which all 
banks entitled thereto would receive the benefit of the free and 
candid interchange of opinions as to the actual standing of credit 
seekers, and where the experience of all banks with such credit- 
seeking concerns would be confidentially registered and disseminated 
without the disclosure of names of banks furnishing the informa- 
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tion, we would see accomplished one of the greatest feats in 
commercial banking credits that this country has ever witnessed. 
If the aggregate experience of merchants and banks who are, and 
have been, doing business with a debtor, could be tabulated and 
filed in one central place where it would be available to all, what 
a great check this would furnish on the standing of borrowers and 
what a large number of the unworthy would be excluded from the 
world of credit! 

Now, as to the best plan for a central credit bureau: I would 
say that it should be located in some geographical-financial center— 
say St. Louis or Chicago—with branches in the principal cities of 
the United States. The logical place so far as volume of immediate 
credit transactions is concerned would be New York City, but in 
such a matter convenience of location—availability—is of prime 
importance. 

It should be supported financially by all of the banks to be 
benefited—either by the payment of annual dues or the levying of 
assessments. The benefits to be derived from a well-organized, 
well-equipped central credit bureau would, in my opinion, be a 
thousandfold greater than the expenses to which the banks would 
be put in its maintenance. 

It should not depend solely upon the voluntary contribution of 
credit information by its members. It would take some time to 
get the banks accustomed to the workings of such an organization, 
and at first there might be a hesitancy in the matter of recording 
with it the experiences of banks with their customers. Like all 
great movements and big things it would take time to develop it 
to its maximum of usefulness. Therefore, the central bureau 
should employ at its head a credit man of unquestioned ability—a 
man who must prove himself to be a live wire before his selection, 
and its corps of employees should consist of young men welt 
trained in credit service—not young men who are taken for the 
cheapness of their services with the possibility of credit experience 
in the future thrown in—for then it would fail in its purpose. 

It would be well to divide it as to branches somewhat after 
the fashion of the Federal Reserve System, and it might be pos- 
sible to use the clearing houses, adding that as an additional func- 
tion. I am informed that the Chicago Clearing House has already 
added a credit bureau for its members and that it has proven a 
success., 

If the bankers of our Association are favorable to the adoption 
of such a scheme, I suggest that it would be a splendid idea to have 
a committee appointed to work out the details before it is submitted 
to the bankers of the country. 

Having supreme confidence in the ultimate success of such a 
movement, I unhesitatingly recommend it to the attention of the 
American Bankers’ Association. I am a great believer in harmony, 
in co-operation. I am equally an unbeliever in individual effort. 
especially when it comes to credit matters. I am convinced that 
vastly greater good can be accomplished by working in unison than 
by following one’s own course. 

Such a movement, if successfully carried out, would ultimately 
result in the elimination of the unworthy before he works his 
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maximum of damage. It would mean a beacon light to those tossed 
on the sea of doubt. It would facilitate the reaching of positive 
and negative conclusions by the eradication of doubtful opinion. It 
would enable us to say yes or no in one-third of the time at 
present consumed. It would create a much needed spirit amongst 
bankers working towards mutual aid and protection and help 
remove that jealous reticence resulting from competition which is 
inimical to the interests of all concerned when practiced in the field 
of credit granting. 


“The Secretary, His Initiative” 


Address of FRANK R. Hampurcer, Secretary of Detroit Associa- 
tion of Credit Men, Before the Meeting of Local 
Secretaries Held at Salt Lake City. 


It might reasonably be assumed that even a very brief con- 
sideration of the subject, “The Secretary, His Initiative,’ could not 
be discussed in an entirely impersonal manner. 

I do not expect by any means to be able to present any origi- 
nal or untried ideas to you who are engaged in the same line of 
work that I am. I might possibly be able, however, to emphasize 
a few of my experiences that may be kindred to yours in the 
manner of conducting the affairs of the office of secretary of the 
several local associations. 

The man, who to-day, is content to let but one blade of grass 
grow where two might have grown, or continues to walk the paths 
marked out by his predecessor or simply does things in the same 
manner that custom and precedent have set up as the rule of con- 
duct, is not the man that is sought after or who reaches any higher 
scale in life, than mediocre. 

While it may be true that he is happily contented and satis- 
fied doing his duty, fulfilling the requirements of his position and 
apparently giving entire satisfaction to those whom he is serving, 
yet there is a line of demarcation between that man and the one 
who has initiative, invention, mentality, thoughts and ideas which 
flash into action; he is indeed the man that attracts attention, the 
man at whom the passerby gives a second look, the man who makes 
the world (within his confines, at least) “sit up and take notice.” 

Perhaps it is largely a matter of disposition with men, but I 
do not hold entirely to that theory. I believe that it is possible 
for all of us to do everything which is expected of us and just a 
little more. 

We do not measure up to the full stature of our requirements 
unless we give the very best thought, energy, ability and persever- 
ance to our work as secretary of our association. 

I wish I had the time to point out to you the various details 
of work that I have attempted to improve upon, enlarge upon and 
build higher; it is dangerous ground, because it might be inter- 
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preted as egotism, therefore, I must refrain, except to call atten- 
tion to a few facts in a general way 

In the building up of our membership we can plan and act ef- 
fectively, by sending frequent personal letters to the ‘Prospect 
List,” making personal calls occasionally, requesting our influential 
members to write personal letters and make telephone calls to those 
who are eligible and desirable. A little item of special interest to 
the particular line of trade in which the “Prospect” is engaged, 
a clipping from the National “Bulletin,” your local bulletin, or a com- 
mercial paper, sent to him with a slight hint that the work of the 
Credit Men’s Association is in line with his needs as a business 
man, might bring him into the fold. A greater effort in retaining 
the membership we have, by vigilant watchfulness, bringing the 
delinquent to a meeting occasionally or a noon luncheon, compli- 
mentary if necessary, a telephone call from the secretary’s office 
that he was missed at the last meeting, or the meeting before, or 
that the coming meeting will be of special interest to him, works 
wonders with the half-interested member. A strong vigorous ef- 
fort on the part of the secretary in the creation and maintenance of 
an investigation and prosecution fund helps immensely. 

The influential and wealthy members of the association, the 
banks, the large mercantile houses and manufacturing concerns, 
are liberal toward projects of this kind; I know for I have tried 
them, and they have not been found wanting. Publicity in the 
daily newspapers concerning a conviction of a fraudulent debtor, 
a special reference to a case of help rendered to an honest strug- 
gling debtor by.co-operation on the part of the association, produces 
good results. Information when asked, if cheerfully and authen- 
tically given, whether the inquirer be a member or a prospective 
member, has its good effect. Putting the proper ginger and “pep” 
in the regular monthly meetings or weekly luncheons, by securing 
good speakers, the distribution of souvenirs, the furnishing of a 
little first class talent and a good dinner, urging the members by 
letter or by telephone to take part in the discussion of credit topics 
at the noon luncheons, making every member of the association 
feel that he is the particular man you want at the meetings, that 
his is the special co-operation which you are seeking and that he 
can get much and do much for the association, that we are in- 
terested in him, that many members know him and are inquiring 
about him and wonder at his lack of interest; these are the little 
activities that accomplish wonderful results. The keeping of your 
office records in an up-to-the-minute condition and being able to 
say at any time during the year that you have but one single delin- 
quent member on your books. The decreasing of the number of 
resignations as against that of your predecessor, in short, the bring- 
ing into action of your whole vitality, your mentality, your ability, 
your ingenuity, your inventiveness, each week, each month, each 
year, all the time in the up-building and the betterment of your or- 
ganization, so that it can and will be said and said truthfully, that he 
is the best secretary we ever had, much bigger than his job and still 
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growing. Eliminating selfishness from your every act, will make 
each man feel that you are sincere, earnest and anxious to serve 
him. Accomplishing these results is what I mean when I say that 
there is a line of demarcation and it should be your ambition and 
my ambition to cross that line. 

Sometimes I sit at my desk and have day dreams. I think 
and think and soon am lost in oblivion and with prophetic vision, 
I look out into the future; within me there arises a hungry long- 
ing, a desire to do big and brilliant things, some constructive work. 
I see the wonderful possibilities of our association, of my position 
in it; I feel myself reaching out for something large, something 
that is beyond my grasp; I feel massive and strong with ambition 
and aspirations; I see the vast opportunities for creating a won- 
derful structure; an association of activity; of vigor, usefulness 
and potentiality; I see in this vision how I could build up a mam- 
moth membership, if I had but the opportunity of an audience with 
the hundreds of firms whose co-operation we lack. 

If I could but tell them what we are, what we represent, 
what we have done, what we are doing, what we can do and what 
we are planning to do in the future, in uplifting business standards, 
moral integrity and raising higher up the ethics of credit granting 
and credit receiving; what we are doing in education, legislation, 
what in reciprocity of thought, of ideas, of action and of methods; 
the value of the personal touch and the human instinct, mingling 
and interchanging, I think again how I could bring the credit men 
in our city to unite their intellectual forces for the elimination of 
the bad, the crooked, the dishonorable in business dealings, and 
urge the promotion of the sense of sacredness of a business obliga- 
tion. I think again how I could bring about by this mighty force 
of co-operation the cleansing’ of the business atmosphere, that 
would result in permeating the hearts and minds of men with the 
one sublime thought of honesty and uprightness in conduct and in 
strict business methods. And so I go on and on again, my thoughts 
travel fast in the wild rampage and riot of thinking and I see 
myself working out these various problems of concentration of ef- 
fort and energy that shall bring forth fruits abundant. Nor even 
yet, have I finished in this wild revel of thoughts. I am attack- 
ing and banishing out of my life every defect, every fault, every 
weakness, every lack and invoking every gift, every talent, every 
faculty, to help make my position as secretary of my association, 
the biggest secretary’s office in the entire galaxy of secretaries 
and my association the best, the biggest and most influential of the 
whole phalanx of associations throughout the country. 

The eager yearning and striving of the mind would do these 
things. Yes, they are done already when Presto! behold the office 
door is suddenly opened and I am brought to earth again rudely 
awakened from my dreams, back to reality with nothing accom- 
plished, nothing done, face to face with my own limitations, limi- 
tations of ability and strength, limitations of will-power, and yet, 
not so, limitations of ability yes, but limitations of will-power no. 
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That is within ourselves, if we fail in ability the fault is not all 
ours; if we fail in will-power, it is. That is free, as free as air 
and light and the breath of life. If we do not exercise it, then are 
we truly weak. That is the quality in man that marks the “Great 
Divide,” that is the element which separates the great man from the 
mediocre. 

Why, we can accomplish wonders if we but try if we but “will” 
to do so. Our minds must think, devise, lay out, plan, sketch, ini- 
tiate, but it is the will-power in action that must do the things our 
mind imposes upon it to do. All things are possible to him who 
has the “will” to do. We can move mountains and leap over 
chasms. If Almighty God will but give us a clear unfettered mind 
to think and we will but “Will” to do the things our mind com- 
mands, limitations will fade away and we will find ourselves press- 
ing on and on and on, pushing aside the obstructing multitudes 
of the ordinary, the commonplace, only to find ourselves standing 
before and ready to cross over the “Great Divide,” the road of de- 
marcation, to take our place with the less numerous throng of 
those who wear the brand of life’ s sweetest victory, humble though 
it may be, the brand of “Success.” 

Can any of us doubt the need of big things, to be accomplished. 
Why my dear colleagues, the world cries out for relief from great 
wrongs. The need for men of action is now. The hour of op: 
portunity is here. Shall we say, “I am dumbfounded, I cannot 
cross over, the barrier is insurmountable; I lack the will-power; | 
I have lost the grip.” O, yes, I know ’tis true. I possessed all 
these in the early morning of my resolve, but the hopes, the cravings 
and the desire to do and bring into life the things I longed for 
have now passed from me, even as the clouds in their movements 
have passed over the horizon. If we surrender, then surely must 
we pause at the Great-boundary line, the line of the “Great Di- 
vide” and looking across cry out, “I cannot, I do not know how, 
I have not the spirit to go further.” Did it ever occur to you that 
one could thrive under limitations. Limitations is the source of all 
activity. This is the way with life, our limitations urge us for- 
ward and they should. 

Froude said, “You cannot dream yourself into a character. 
You must hammer and forge one yourself.” 

In closing let me quote: 

The big men dare, and the big men do; they dream great 
dreams, which they make come true. They bridge the rivers and 
link the plains, and gird the land with their railway trains; they 
make the desert break forth in bloom, they send the cataract 
through a flume to turn the wheels of a thousand mills; and bring 
the coin to a nation’s tills; the big men work and the big men plan, 
and, helping themselves, help their fellow man. And the cheap 
men yelp at their carriage wheels, as the small dog barks at the 
big dog’s heels.” 


The proceeds of the advertisements appearing in this “Bulletin” 
do not go to swell the general treasury fund of the Association, 
but to the investigation and prosecution fund for conducting 4 
nation wide prosecution work. 
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OFFICE SYSTEM 


System in an Office, Its Human Side 


By G. HErzsere, I. Isaac & Company, New York City. 


The definition of system differs with the various temperaments. 
To some it means how near to machine-like precision and output 
it is possible to reduce the labor of a human being; to others it 
means the arrangement of various details and duties so that the 
same end is accomplished with one-half the energy expended. 
“Time is Life” and systematic arrangement of details naturally 
saves time in itself—but it is hardly fair to the individual to force 
two days work into one or to burden one person with the work of 
two. It frequently happens that when a new system is installed 
in an office, the proprietor is skeptical as to its genuine worth 
because the stenographer still continues to do stenography and the 
bookkeeper, bookkeeping—and so on, instead of the one collaborat- 
ing and doing the work of both. The most appreciable point is 
thus over-looked in an endeavor to go the limit in turning into 
dollars and cents the worth of “System.” And what, in the 
writer’s estimation, is the “most appreciable point?” The title of 
this article is the reply—“System—Its HUMAN Side.” 

In the performance of her duties as credit and general office 
manager of a large manufacturing concern in New York, the writer 
has always taken into consideration the human side of her respon- 
sibilities, in contrast to the purely mechanical. She has under her 
control six girls, each of whom has separate and distinct duties to 
perform. It is only natural that at times the work of one is heavier 
than the work of another—but does one girl do nothing while the 
other is overloaded with work? Not at all, for this condition is 
absolutely impossible in the office under review. Each girl is con- 
versant with the duties of the others and she merely slides in and 
takes a quantity of the work when work is not evenly distributed— 
thus making an even distribution. One can hardly understand how 
much these things are appreciated by the employees themselves. 
Furthermore, this assistance of the one to the other is rendered not 
with a sense of duty, but voluntarily and cheerfully. As head of the 
department I never hesitate to dig in and help with a view to making 
the work plain sailing, and at all times of the day am ready to advise 
and assist in the details of the office. The girls are unconscious 
of the fact that they are working into a routine systematized up to 
the mth power—they merely do their work and smile because it 
comes to them like a pleasure instead of a task. When vacation 
time comes around there is no rushing and scrambling to take care 
of duties which might be overlooked during one’s absence—and 
vacation days are not marred by “All the work I'll have to do 
when I get back,” for when the vacationer returns she finds every- 
thing up-to-date for work has been divided among the other girls 
and cheerfully accepted. 

The spirit of the office under this humanized system is such 
that the girls come into the office each morning, eager and ready to 
work—just as happy to start in as they are to go home. At times 
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it will happen that a few extra minutes are required at night—and 
each and every one stays and helps without a word of complaint. 
The conduct of the office help is such as would exist in a har- 
monious family—no discord, discontent or jealousy. 

Many an executive might do well to dwell on these last words— 
discord, discontent. and jealousy. He would find in many many 
instances, that these are the three contributing causes which have 
gone to make his day’s work harder than it need be. With the 
three causes eliminated (through tactful treatment of help and 
thoughtful distribution of work) the labors of the office have 
become almost a pleasure—and irritability is almost entirely 
eliminated. 

The six girls referred to are in my department, were all young 
and inexperienced when they entered the office, but they have 
grown up in the business and are now thoroughly efficient. 
Naturally errors occur at times—but instead of subjecting the 
delinquent to a lengthy curtain lecture, or a freezing attitude which 
speaks more than words, the error is quietly rectified and the 
erring one shown how to do the thing correctly—thus precluding 
any further errors. It is only human to err—and should not we, 
who have it in our power to make the days go smoothly for those 
under us, apply this platitude to them? And I contend it is only 
through system we can work on this basis. When burdened with 
details which systematic distribution of work makes it now possible 
to delegate to subordinates, the tendency was to feel that an 
error in the work was an offense not to be condoned—but systematic 
arrangement of details and a little personal interest has given a 
feeling of confidence in the subordinate workers. 

Right here it should be said that there are many occurrences in 
an office which an executive must not see; for instance, if ar 
employee is a little late in the morning, or a few minutes late at 
lunch. In many instances tardiness is unavoidable and if a standard 
of strict punctuality is maintained the late comer is usually much 
upset by a “curtain lecture” at the beginning of the day, and temper 
and work during the entire day reflect their mood. A little leniency 
in this direction pays. Of course it must never be taken advantage 
of—and it never is when men and women are allowed the privilege 
of a little lateness at times. 

An illustration of this point might not be amiss—the other day 
when coming down to business I saw one of my young women 
hurrying along—about twenty-five minutes late. Purposely | 
avoided her, allowing her to pass along without observing her. 
Arriving at the office a few minutes later—the young woman was 
at her desk, working hard so that the time she had lost would 
not show on her work, and not at all aware that I had seen her. 
It is only in being conveniently blind at times that complete 
harmony in an office can be preserved. 

A little conversation during office hours should not be sup- 
pressed. It is better to countenance little things like this than to 
have one’s help engage in conversation—as they will and must— 
and then feel guilty about it. Because they feel as though they 
are being treated like human beings—and not like machines, em- 
ployees will give their best efforts to their work; and whether the 
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executive is present or absent the work goes along just the same. 
They seem to feel that it is their’s to do their work properly—and 
not because they are driven to it. 

And another thing—give employees an incentive to work. 
When a vacancy occurs let it not be filled from the outside—for 
in this way resentment and discontent is caused. Let efficiency 
amongst your own employees be rewarded by promoting your office 
staff. Not only should this advancement apply to positions—it 
should also apply to salary—remembering that much more is 
gained when an increase is given without the recipient being com- 
pelled to ask for it. 

One who has been through the mill, starting at the desk in early 
life, suffering much in varied experiences, recalls such experiences 
as she carries along the work and treats those under her as she 
wanted to be treated under the same circumstances. Further than 
this, it leads one to take a personal interest in their employees, to 
endeavor to know when they are in ill health or troubled by home 
affairs, appreciating that a human being is composed of feeling and 
emotion, and not cog-wheels and watch-springs. That which 
exists in the office is applicable everywhere and that an executive 
should consider the human side of the subjects with whom he has 
to deal is clear and certain; in fact, he should feel an individual 
responsibility for the contentment of those under his command— 
and contentment in the performance of one’s duties is by no means 
a negligible quantity in this instance. 

I feel that I have accomplished a great deal in having coupled 
system with a feeling for humanity, and no one who had seen how 
readily and cheerfully and contentedly these girls in my office work, 
could deny the success of this “double-harness.”’ 


A Very Personal Appeal to Pay Up 


There is no letter which gives so great an opportunity to play 
on man’s intuition as the one which suggests paying up. The man 
who writes the best collection letter is the man who knows best 
the constituents which go to form human nature, and has the 
faculty of appealing to them. Does the writer of the following 
letter not prove himself a good analyst of the human nature 
element ? 


PLAYING THE GAME 


“We know you are a man of judgment, because you sent us 
the order, and as a business man we are now appealing to your 
sense of justice, there being no response to our letter of June 29th 
about the overdue account amounting to $5.55. 

“We believe you are honest—statistics tell us that 98 per cent. 
of humanity are, and makes no mention of exceptions for the 
acetylene business. You’ve never found us unreasonable, and if 
there is anything wrong—if you need more time—why not come 
out frankly and say as much? (and how much?) Tell us all about 
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it, = you will find us ready to meet you half way in anything that 
is fair. 
“We lose a good customer once in a while because, owing 
us an overdue bill, there is an irresistible temptation to go some- 
where else for his supplies until the bill is paid. It is not espe- 
cially because we need our money that we ask you to remit to-day, 
It is because we want ALL OF YOUR BUSINESS, and we want 
to quiet the little voice of conscience that prompts you to place it 
elsewhere. 

“This thing we call BUSINESS is a beautiful game when 
played RIGHT, and we believe you want to BE right—that is why 
we expect an answer, check if possible, by return of mail.” 


What Is a Bad Debt? 
G. W. TuEtt, Atlas Tack Company, Fairhaven, Mass. 


A bad debt is an account receivable owed by a debtor who has 
failed, or one which for another reason is of doubtful worth, and 
it should be separated from good accounts receivable as soon as its 
doubtful character is recognized. 

Books dealing with accounts and accounting practice do not 
usually go so far as to give in detail directions for handling bad 
debts, and as answering in a way the question put by a member, 
in a recent issue of the “Bulletin,” I will outline the routine followed 
in a large business, where many small accounts, and accounts of 
moderate size, are carried, but in which credit losses are compar- 
atively light—not usually exceeding one tenth of one per cent. of 
sales. 

At the start, to put the plan into operation, all accounts re- 
ceivable of doubtful worth, unpaid or partly unpaid, unless debtor 
has been released by discharge in bankruptcy, or acceptance and 
payment of composition settlement (in which cases they should be 
charged off outright) are separated from the good accounts receiv- 
able by transferring the individual leaves or cards from the ledger 
of customers accounts to a bad debt ledger, the controlling account 
for which will be “Accounts Receivable in Suspense,” opened by 
an entry— 

Dr. cz. 


Accounts Recd. in Suspense. Accounts Receivable. 


When accounts become of doubtful worth, from time to time 
(and most any account several months past due, except with a 
definite understanding between creditor and debtor, or not collectable 
promptly by an attorney, would ordinarily be so considered) they 
are transferred by the above described entry. 

All payments in part or in full of “Accounts Receivable in 
Suspense,” are credited when received to “Accounts Receivable in 
Suspense.” 

At the end of the year, or accounting period, the sum of the 
balances of all doubtful accounts, which have been transferred to 
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“Accounts Receivable in Suspense,” since the last periodical closing, 
is handled by an entry— 


Dr. Ce. 
(P. & L. a/c) Credit Losses. Reserve for Bad Debts. 


At the same time, the sum of collections of “Accounts Receivable 
in Suspense,” which were charged into the account prior to the 
current accounting period, is handled by an entry— 


Dr. Cr. 
Reserve for Bad Debts. (P. & L. a/c) Credit Losses. 


At the same time the sum of balances of “Accounts Receivable in 
Suspense,” which have become unquestionably uncollectable on 
account of discharge from debts, or for any other reason, is handled 
by an entry— 


Dr. cy. 
Reserve for Bad debts. Accounts Receivable in Suspense 


The credit man has complete details of all his bad accounts 
condensed in the bad debt ledger, which he may look through fre- 
quently for the purpose of following up accounts periodically. He 
removes the pages for accounts which are from time to time finally 
closed to reserve for bad debts, and keeps this ledger in balance 
with the controlling account. 

Losses are taken of all accounts which appear of reasonably 
doubtful worth at end of accounting period, and credits are taken 
into the accounts of the period in which they are received. 

It is held by many that bad debts dated in one year should not 
be charged to losses of a following year, although considered 
good at the end of the year in which goods were sold, and it is also 
held that dividends on bad debts, if received in a following year, 
should be credited to surplus, but there are good arguments in favor 
of the method outlined. 

Charges made to surplus account in a later year are not usually 
classified. That is, the annual statements which have shown the 
credit losses for the year in question are not rewritten to include 
the losses discovered after the current accounts were closed, and 
such items are more often lost sight of than otherwise. The same 
is true of credits. 

Let us consider the treatment which would be given to an 
unexpected loss of another kind. A merchant buys, near the close 
of the year, and stores in his warehouse, ten barrels of oil. In 
March of the next year, he discovers that the hoops on two barrels 
have burst, and the contents have been lost. The merchandise 
seemed entirely safe at inventory time. It was lost two months 
later. Would the loss be charged to the year in which it was put 
in stock? No! It would be charged off in the year in which 
actual loss occurred. 

The account apparently good on December 31st, may be a loss 
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sixty days later, and circumstances are not entirely different from 
those of the merchandise. 

In some kinds of business, it may appear advisable to estimate 
losses at the end of the year, in addition to those known, but if 
the final reports are not made for a month or two after the end of 
the year, the careful credit grantor will find that there are worse 
methods than the one of allowing the dividends on prior period 
accounts to apply against unexpected losses of prior period accounts, 
letting the current P. & L. account reflect the net amount of losses 
suffered and dividends received during the current year, regardless 
of dates of accounts concerned. 

The need for establishing the custom of separating, in statements 
used for credit purposes, doubtful or bad debts from the balance 
of the accounts receivable, and the desirability of requiring it, if 
possible, are evident nearly as often as a failure is recorded and 
the bad debts accumulated during years are discovered in the item 
accounts receivable. 


Where the Trade Journal Does Well 


“The Dry Goods Economist” does well to call the attention, 
as it frequently does, of that large body of merchants who keep in 
touch with general conditions through reading the “Economist,” to 
that which the merchant should know regarding his fire insurance 
policies, for, as is pointed out in a recent issue, federal and state 
courts have held in unmistakable terms that a fire insurance policy 
is merely a contract between the assured and the insurance com- 
pany, the conditions of which must be strictly adhered to if the 
policy is to be of any value in case of a fire loss. 

The “Economist” points out that the standing of the company 
should be considered, and there is no excuse for not being informed 
upon this point because of the control of companies so generally 
extended by the state governments. There are, it says, companies 
that operate in violation of the state laws and write business in 
states where they are not authorized, but it is easy to ascertain 
whether one’s company has been admitted and is fully authorized 
to do business in the state where the assured resides. 

Again, as the “Bulletin” has often pointed out, the “Economist” 
tells its readers that too much dependence is usually placed in the 
agent who writes the insurance policy, yet he may be as he often is 
a novice in the business, knows nothing scarcely about the terms 
of the policy, and is in no sense worthy of.being trusted entirely to 
be the guardian of so important an item in the merchant’s affairs 
as his insurance. 

Another thing which the “Economist” deprecates is the fact 
that so many merchants operating in a small way do not keep any 
inventory account, or perhaps take an inventory once in every two 
or three years, and keep their books and accounts where they will 
burn up in case of fire, so that when the time comes to show the 
adjuster a detailed account of his business, his books and papers 
containing all the proof have been destroyed. 














ALASKA FOREIGN CORPORATION CASE 


United States Court of Alaska Extends the Harvester 
Decision 


Members of the Association were apprised several months 
ago of the decision of the United States Supreme Court in the 
case of the International Harvester Company vs. the Common- 
wealth of Kentucky, 234 U. S. 579, this decision holding that de- 
spite the fact that the International Harvester Company was doing 
only an interstate business in Kentucky, nevertheless the fact that 
its agents were collecting bills within the Commonwealth constituted 
sufficient intrastate business in Kentucky to render the agents of the 
corporation liable to service of process. 

The facts upon which the court seems to have based its opinion 
were, first: that the corporation had authorized its agents within 
the state to receive payment in money, check or draft and to take 
notes payable at banks in Kentucky, and second: that the nature of 
the business was more than merely solicitation, but constituted a 
continuous shipment of goods into Kentucky in response to orders 
received therein. 

Had the facts in this case been that collections were made at 
the home office and not within the state, as seems to be indicated, 
it is the opinion of the Association’s legal bureau that the court 
would not have held the plaintiff corporation to be doing business 
within the state. 

The supreme court made a further distinction between inter- 
state transactions sufficient to permit service of process upon a 
corporation’s representative agents and doing business within the 
state so as to deprive foreign corporations of the protection of the 
courts unless the corporation, complies with the statutory require- 
ments by filing a certificate, etc. 

The court said: 

“We are satisfied that the presence of a corporation within a 
state necessary to the service of process is shown when it appears 
that the corporation is there carrying on business in such a sense 
as to manifest its presence within the state, although the business 
transacted may be entirely interstate in its character. In other 
words, this fact alone does not render the corporation immune 
from the ordinary processes of the courts of the state.” 

In another paragraph the court clearly states that while a cor- 
poration apparently engaged in an entirely interstate commerce 
may be subject to service of process, yet under the same circum- 
stances it would not be refused the protection of the state courts 
because it had not filed a certificate as doing business within the 
state. 

Now comes a decision from the Alaska court to the effect that 
a corporation transacting business in Alaska, as the International 
Harvester Company was transacting business in Kentucky, must 
file a certificate with the Secretary of State and subject ‘itself to 
the regulations imposed by the local statute. Clearly the Alaska 
court has extended the effect of the United States Supreme Court 
decision to cover the facts not intended by the latter court. The 













































































































































842 CREDIT MEN’S BULLETIN 


supreme court decision decided merely that the fact that a corpora- 
tion is engaged in interstate commerce does not make it immune 
from service of process, but it did not decide that a corporation 
engaged in interstate commerce could be refused the protection 
of the state courts because of failure to file a certificate, or comply 
with other local statutory requirements. 

It is believed that if the Alaska decision comes before the 
United States Supreme Court for review it will be reversed. 


Communications Between Husband and Wife as 
Evidence in Bankruptcy Proceedings 


A decision was handed down by Judge Thompson, of the 
District Court for the Eastern District of Pennsylvania, in re: 
Samuel Kessler, bankrupt, which if sound would seriously cur- 
tail the usefulness of Section 21-A of the Bankruptcy Act as 
amended in 1903. This section reads: “A court of bankruptcy 
may, upon application of any officer, bankrupt, or creditor, by 
order require any designated person, including the bankrupt and 
his wife to appear in court or before a referee or the judge of any 
state court, to. be examined concerning the acts, conduct or prop- 
erty of a bankrupt whose estate is in process of administration 
under this act; Provided, That the wife may be examined only 
touching business transacted by her or to which she is a party, and 
to determine the fact whether she has transacted or been a party 
to any business of the bankrupt.” 

This section, Judge Thompson held, must be interpreted in 
connection with the act of June 29, 1906 (34 St. 618), amending 
Section 858 of the Revised Statutes of the United States, the sec- 
tion reading, “The competency of a witness to testify in any civil 
action, suit or proceeding in the courts of the United States shall 
be determined by the laws of the state or territory in which the 
court is held.” 

“A proceeding in bankruptcy,” Judge Thompson said, “is un- 
questionably a civil action, suit or proceeding, and the competency 
of a wife to testify in a bankruptcy proceeding against her hus- 
band in this district is therefore to be determined by the laws of 
the state of Pennsylvania.” 

This decision, says Harold Remington, special counsel in bank- 
ruptcy for the National Association of Credit Men, is more inter- 
esting than sound. In the first place, he points out, that the ground 
of the wife’s objection to testifying in the Kessler case was that her 
answers might tend to incriminate her. “Any witness,’ says Mr. 
Remington, “can refuse to answer on such a ground, and the 
amendment of 1903 of Section 21-A of the Bankruptcy Act, would 
not prevent resort to that excuse for not testifying. * * * Of 
course the latter part of Judge Thompson’s decision is wholly 
arbitrary since the refusal on the ground of incrimination was 
enough, in any event.” 

Supporting his contention, Mr. Remington points out that for 
at least two reasons the decision is not sound. First: Because the 
amendment to the Revised Statutes of the United States, passed 
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in 1906, was an enabling statute and not a restrictive one, that is 
to say, any witness that would be competent under the state law 
should not in the United States courts thereafter be held incom- 
petent by virtue of any United States court rules. The amendment 
did not in any way restrict or attempt to restrict the competency 
of witnesses, except in one particular case; and, secondly, by the 
familiar rules of statutory construction a special statute regulating 
a particular contention or case prevails even against subsequently 
passed general statutes unless the subsequently passed statutes 
declare otherwise. “Repeals by implication will not prevail as 
against a preceding statute that is regulative of an entire subject, 
such as is the bankruptcy statute of the United States.” 

Judge Thompson in his decision took as authority two cases 
decided by Judge Rellstab in the New Jersey District, neither of 
which in Mr. Remington’s opinion support his contention. 


An Interpretation of the Foreign Corporation Law 
of Pennsylvania 


A question involving the Foreign Corporation Law of Penn- 
sylvania is brought up by a member who has showrooms in the 
city of Pittsburgh where are exhibited samples of the corporation’s 
product. The salesman in charge has explicit instructions not to 
sell any of the samples and it is understood does not sell any. 
Sometimes in a deal he may make with a customer, he may take 
second hand goods back and dispose of them, but this is something 


undertaken entirely upon his own responsibility, as the corporation 
does not finance him. The salesman works on a commission, and 
all orders are subject to the approval of the corporation’s credit 
department in Michigan. The orders are entered in Michigan and 
all shipments made from there. The question is whether the cor- 
poration is entitled to the protection of the Pennsylvania courts 
when the salesman conducts business in a manner cited. 

The obvious answer is that it is entitled to the full protection 
of the Pennsylvania courts provided the corporation is not declared 
to be doing business within the state of Pennsylvania, and it would 
seem that it is not engaged in doing business within that state but 
rather is engaged in interstate commerce in view of the decisions of 
the United States Supreme Court in the cases of Crenshaw vs. 
Arkansas, 227 U. S. 389, and Caldwell vs. North Carolina, 187 
U. S. 622. In the Crenshaw case, the court decided that where the 
foreign corporation maintained salesmen in the state who travel 
from place to place in wagons carrying their samples of the cor- 
poration’s foreign products, said samples never being sold but all 
orders received by the salesmen were forwarded to the home office 
within the state for acceptance, and the goods were shipped from 
such office in fulfillment of the orders received by the salesmen, such 
transactions constituted interstate commerce, and such a foreign 
corporation violated no state statutes. 

The courts would logically make no distinction between the 
fact that the member maintained merely a stationary sample room, 
while in the Crenshaw. case, the samples were carried about in 
wagons, so that the Michigan corporation will seem not to be 
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engaged in intrastate commerce, and therefore need not comply 
with the Pennsylvania statutes in order to receive the protection 
of its courts. ; 

The transactions of the corporation’s agent in Pittsburgh in 
handling second hand goods have no bearing on the questions as 
to whether or not the corporation is engaged in business in the 


state, for such transactions were of an entirely independent 
character. 


We Get as We Give 
B. K. Knapp, Manager Portland Association Bureaus. 


There is probably no principle, rule or law that more fre- 
quently comes under the observation of credit men than the uni- 
versal and eternal law of compensation. The credit man sees this 
every day in the varying degrees of success and prosperity enjoyed 
by his customers. The one who puts into his business the full 
measure of efficiency, integrity, energy, and everything that makes 
for good character and determined effort, is the one who enjoys 
a large line of credit, the full confidence of his creditors, and 
achieves a marked degree of success. While the one who neglects 
his business is careless in his methods, and is not zealous in keeping 
his word and appointments, sooner or later becomes the subject of 
a commercial post mortem. 

The same principle or law effects every walk in life, and no 
one should be more quick to recognize and avail himself of the 
benefits of this law than the modern credit man. The credit man 
who continually studies his work, and is constantly seeking new 
channels of information, and avails himself of every possible light 
upon an old subject, is keenly alive to the benefits of this law, and 
is constantly reaping a reward from his efforts. On the other hand, 
the credit man who is continually “taking a chance,’ who takes the 
salesman’s word for it when he says this customer is “good as 
wheat,” who grants a line of credit upon uncorroborated commer- 
cial reports, and refrains from asking for property statements for 
fear of offending the customer—he is the credit man who will 
prefer reading a magazine to the monthly “Bulletin,” and who will 
attend the ball games instead of the monthly meetings of the Credit 
Men’s Association, and eventually becomes a down-and-out. 

The spring that is constantly giving up of its water 1s kept 
continually fresh and pure, while the pool that has no outlet soon 
becomes stagnant and poisonous. So the credit man who is con- 
stantly rendering service, and the best service of which he is 
capable not only to his house, but to his association, and to his 
fellow credit men, is the one whose ideas are fresh and clear, who 
is up to date in his methods, is the one who does not get left and 
makes fewest mistakes. His judgment is fortified by the experi- 
ence of others, and he is informed upon all the questions pertaining 
to his profession. 

Nowhere is this more clearly seen than in the active work of 
credit men’s associations, in the committee work, in the credit 
exchange bureaus, and all the activities of organized credit men. 
The reason why an efficient credit exchange bureau is the most 
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valuable source of information for a credit man is that there 
is a large number of credit men whole-heartedly co-operating in 
that work, and just in proportion to the amount that these credit 
men give to this service do they receive benefits from it. Once in 
a while one is found whose ideas of service are so warped by disuse 
that he will neglect to co-operate fully with his fellows, and even 
attempt to gain an unfair advantage, but the same law of compen- 
sation quickly brings retribution and the full measure of suffering 
entailed by his failure to co-operate is swiftly visited upon him. 

H. P. Andrae, of Milwaukee, Wis., in a recent address said: 

“The men and women who are working for a daily wage or 
salary suffer individually as much as any one else when they relax 
their efforts because they do not think their remuneration is in 
keeping with their service. The mere fact that they entertain 
that feeling will prove to them that the law is working justly 
to-day as it has been working for all time past. If only these same 
individuals would come to understand this wonderful law of nature, 
they would experience great satisfaction in conforming to it, taking 
more interest in it, and drawing more out of it than they can 
possibly hope to do while entertaining their present idea.” 

If every credit man could fully realize every moment of the 
working day that this law to which Mr. Andrae refers, not only 
is applicable to the earning of wages, but is equally applicable to 
the acquiring of credit information, to the cultivation of sound 
judgment and to the production of the best possible results in his 
particular line of work, then we would still have better co-opera- 


tion, better organization, and a vast reduction in the annual bad 
debt loss. 


A Word of Appreciation of Thomas Todd, of Baltimore 


The Merchants’ and Manufacturers’ Association of Baltimore 
upon invitation sent two delegates to the convention at Toledo 
in 1896, which resulted in the organization of the National Asso- 
ciation of Credit Men. One of these delegates was Thomas Todd 
of R. M. Sutton Co., who not only upon his return recommended 
the organization of a local association of credit men in Baltimore, 
but gave unsparingly of his time and means in helping the young 
organization to its feet and sustaining it in its earlier years. 

He was a sterling figure in the annals of the Baltimore Asso- 
ciation of Credit Men for many years, and contributed as much to 
its influence and success as any one ever identified with the work. 

Mr. Todd was elected director of the National Association of 
Credit Men at the Milwaukee convention of 1900, and was a great 
friend and admirer of John Field, of Philadelphia, of blessed 
memory in the Association’s affairs and one of its first presidents. 

After a sickness of several years, during which he was forced 
to be inactive, Mr. Todd passed away last April. It was not until 
recently that the National office was informed of the sad event, 
but at this late period the “Bulletin” of the Association for which 
he did much desires to pay tribute to his memory. His attributes 
made him dearly loved among his associates, to many of whom 
he was an example of all that is best in commercial life. 
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Some New Styles Recently Adopted by Mr. and Mrs. 


Faker 


The Rochester Chamber of Commerce in its official publication 
is warning its members against Mr. and Mrs. Faker and all the 
little Fakers who, as it says, change their clothes with the styles 
just as other folks do. Of all things in the world, it says, there 
are no appeals so enticing as an appeal to cupidity behind a frater- 
nity, an “uplift,” a church or a charity. Colored stamps bearing 
mottoes of peace are bought readily by those horrified over war 
and affected by thoughts of the wounded, without the purchasers 
realizing that only a trifling proportion of the proceeds gets farther 
than the pockets of cold, heartless, young schemers operating from 
New York or Philadelphia through corps of girl solicitors picked 
up anywhere. 

There probably never was a time, the publication goes on to 
say, when girls were more utilized in fakers’ selling campaigns 
on schemes just below the standard. Mr. Faker offers a portion 
if his proceeds to a local charity. The young girls work at a 
pittance. Cheap magazine circulation agencies use them. There 
is always a suggestion that you buy for some reason additional to 
the intrinsic value of the article offered. They are just innocent, 
unsophisticated young things, more or less attractive, who flutter 
into your office singly, the other of the pair calling on your neigh- 
bor, gushingly chatter to you that they want to win a prize and 
won't you vote for them, and you need the magazine anyway. 
Demur, and you are coaxed. Refuse, you are coaxed some more. 
Refuse finally, and you are left alone by the young woman, whose 
last glance and retreating back say eloquently, “You mean thing, 
so there!” 

And then Mr. Business Man wants to export, and so he should 
have his name and that of his firm emblazoned over all Latin 
America—the world for that matter. Let him join then, in fact 
become a charter member of the Great All-American Commercial 
Association, under the patronage of every official of importance at 
Washington, the president of every South and Central American 
Republic and high officials of every state in the union—all the 
countries of the continent, minus poor old Mexico. Who would 
not be in such distinguished company? Stationery most gorgeous 
—gilt 4nd gold, fine engraving, paper as crusty as the collar of an 
ambassador’s official coat—seal, coat of arms, flags—the colors of 
the rainbow! An air of richness the very atmosphere of royalty. 
A thousand dollars? Two thousand dollars? A mere bagatelle! 
A smooth young man who calls to leave his precious perfumed 
literature in your hands, breathes flatteries in your ear and fills 
the air with visions of great sales. Three thousand dollars? It 
would be cheap at a million. 

Who will pay so much not to have big, bold, handsome things 
said of him, not even to have his “life” written up and placed with 
every paper in the land, but to have a powerful, secret-working 
organization put its quieting hand upon the press of his home city, 
the press of the country, in fact, so that no unkind or irritating 
word could be printed of him? “Bite?” The tale is too sad. 
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There is no fisherman so persevering and resourceful as Mr. 
Faker, the chambers’ publication goes on to say. If his fish will 
not rise to one bait, he will try another, and another. Each new 
offering is more ingenious than the last and more adroitly presented. 
The right bait and you swallow hook, line and sinker. And not all 
fakers come from the big cities. They have been known to come 
from the smaller ones. 

It is a wise precaution to look them up, and particularly 
through one or all of the associations with which you are con- 
nected. Perhaps you can bring about an exchange of experiences 
or get a better line on the faker by comparing notes with other 
members of your chamber or your associations through their 
officers. 


An Appeal for Fairness for the Railroads 


They seem like fair propositions which the Railroad Busi- 
ness Association is putting up to give railroad corporations a 
fair recompense for carrying United States mails. The asso- 
ciation shows that in ten years the post office receipts increased 
100.5 per cent. and total railway mail pay increased only 27.7 
per cent. The government, as the association says, which requires 
that rates of transportation to private shippers shall be reason- 
able and the practices of commercial corporations fair, should 
free its own procedure from all suspicion of unreasonableness 
and unfairness. First, the association declares, the roads should 
receive not what the post office department is willing to pay 
them, but what the service is worth, and congress should lay 
down the rule that compensation shall be equivalent to what 
private shippers would pay for similar service, for there is no more 
reason for taking the postal deficit out of the railroads than out 
of letter carriers or building contractors, for after all poor rail- 
roads make a poor country. 

Again, the amount of railway service to be paid for should 
be determined by measurement of actual service performed over 
a test period, never by arbitrary estimate not subject to a checkup 
by the facts. Weight should be a factor as well as car miles and 
should be taken at least annually. Weight is the actual measure 
of service performed, the measure by which freights are charged. 
The present law provides for quadrennial weighings. This is 
too seldom. Annual weighing and readjustment of pay will 
approximate to fairness as compared with the quadrennial system. 

Again, the total mail pay for each road should be large 
enough to include fair compensation for the many special facilities 
furnished and many special services rendered. The present prac- 
tice takes no cognizance of use of apartments in combination cars, 
of use of side-track by cars required in advance of departure, of 
specially equipped rooms in stations, of use of station trucks, crates 
and mechanical catches all of which are particularly applicable in 
the case of the parcel post. . 

The Railroad Business Association is very properly urging 
upon the public to bring before Senators and Representatives of 
Congress the necessity of treating fairly the great railroad cor- 
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porations, not only because it is right to be fair to them but because 
the economic position of the country demands that so great a user 
of railroad service as the government cannot pay inadequately for 
the service rendered without weakening its position as an arbiter 
in the affairs of business. 


The Attempt Foiled to Buy Off Bidder for Bankrupt 
Stock 


An important victory was scored by the adjustment bureau 
of the Chattanooga Association of Credit Men, when Judge San- 
ford, of the United States District Court, on June 9, 1915, adjudged 
J. H. Boyd, of South Pittsburgh, and Kornman-Sawyer Company, 
of Nashville, guilty of contempt and fined them $100 each. 

The transaction that was held to constitute a contempt of court 
was as follows: 

A petition in bankruptcy was filed by J. H. Boyd last winter 
and one D. E. Detheridge was elected trustee. An order was 
issued by J. H. Anderson, referee in bankruptcy, that the bank- 
rupt’s stock be sold to the highest bidder. Pursuant to this order 
. a bid amounting to $1,625 was received from the Kornman- 
Sawyer Company, a wholesale shoe house of Nashville. Between 
Boyd and Sawyer there was an agreement that the stock would be 
resold to Boyd and he would be given the support of the Kornman- 
Sawyer Company in reestablishing his business. Shortly thereafter 
it was learned that one M. Coplin was prepared to bid $2,005 for 
the bankrupt’s stock, which bid was subsequently withdrawn and 
the stock sold to Sawyer for $1,625. Investigation revealed the 
fact that Coplin’s bid was recalled on a promise of the Kornman- 
Sawyer Company to honor draft on them amounting to $200. At 
the first meeting of the creditors when these facts were brought 
out, the referee, J. H. Anderson, ordered the resignation of the 
trustee, Detheridge, and afterward appointed a new trustee who 
sold the stock of goods for $2,250. 

Section 41A of the bankruptcy law provides that a “person 
shall not in proceedings before a referee disobey or resist any lawful 
order, process or writ,” and that if any person shall do any of the 
things forbidden in this section the referee shall certify the facts 
to the judge and such person may be summarily punished for con- 
tempt of court. 

Judge Sanford’s decision sustained the contention of the trustee 
and the United States attorney, that a conspiracy to procure the 
withdrawing of a bid for the bankrupt’s stock which had been 
ordered to be sold to the highest bidder, in order that the property 
may be bid in at a lower price by another, “is a resistance of a law- 
ful order of the referee in proceedings before him within the mean- 
ing of Section 41 of the bankruptcy act.” The judge continues, 
“I am constrained to conclude that the secretly buying off of an 
actual bidder at such trustee’s sale is an act in opposition to the 
order of the trustee in directing the sale which impedes the trustee 
in its execution and partially frustrates its primary purpose, and 
that hence it is properly to be regarded as a resistance thereto as 
distinguished from a direct disobedience, coming within both the 
letter and spirit of this inhibition of the bankruptcy act.” 
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The court was not satisfied that a case had been made agains’. 
Detheridge, the trustee, and the case against B. A. Heard, the 
attorney for both the bankrupt and for the Kornman-Sawyer Com- 
pany was continued on account of his illness. 

The decision is of great importance, providing as it does a 
precedent for summary punishment of disobedience to mandates 
of the referee and a means of overcoming the delays incident to 
convictions hitherto secured through the clumsy and dilatory method 
of indictment. 


Appreciation by the Press of Efforts to Reduce Fire 
Waste Made by Tennessee Associations 


The Knoxville “Sentinel” has some good things to say regard- 
ing the work of the Credit Men’s Associations of Tennessee. The 
following is an extract from a recent issue: 

“To bring about results that will not only benefit the members 
of Credit Men’s Associations but the entire state, is the purpose of 
the Tennessee associations who have been doing some unusual work 
in the last legislative session. The great trouble with business men 
in the state and city affairs is that they have depended on the 
politicians to name their candidates and make their laws, and for 
this they have paid the freight. Tennessee until 1915 had what 
was known as fire marshal law which only meant provision for 
some politician to fill and receive a handsome salary for visiting a 
fire after the place and goods were destroyed, and perhaps look 
to see if the fire had been set. 

“Through the National Board of Fire Underwriters who worked 
in conjunction with the Credit Men Associations this political graft 
was wiped from the statute books of Tennessee. A new law was 
passed known as ‘A Law for the Prevention of Fires.’ Every 
credit association in Tennessee as a body and individually got 
behind this law. It was not drafted by a politician but by one who 
had made a study of prevention. It provides that the governor 
shall name the ‘Commissioner of Fire Prevention.’ This he has 
done. In doing so he did not first find out who had brought up the 
most votes for him, but upon the recommendation of the Credit 
Men’s Association, named the commissioner, a man unknown in 
the political arena but one who knows the business to which he was 
appointed. This law and naming this kind of a man for the office 
will be of more benefit to the merchants of Tennessee than any 
other law that was passed by the last legislature. It only shows 
what business men can do when organized and go as business men, 
not politicians or party men, when they desire to put a good measure 
through. It would not be out of place to say here that too many 
of our business men pay no attention to the laws that are made 
by our legislature until they have to pay the toll which falls 
heavily upon them. But through such an organization as’ the 
Credit Men’s Association they can discuss the needs of the state 
and thereby in a non partizan movement would public sentiment 


so that those in office will stop and listen and put the same into 
effect.” 
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| CENTRAL CHATS | 


sive game for the credit man to play. 
oh Firm, but courteous individuality is 
eae k a mark of skill in credit manage- 
ex ment. @ When assembling proper 
information on a credit risk and finding therein a 
weight of evidence against its reasonable safety, then 
it is sheer folly for the credit man to subordinate 
this evidence to what others may presumably be 
doing and depreciate his abilities to reach common 
sense conclusions. 4 A few moments of quiet thought 
in such cases will bring forward the question— What 
string may be attached to the credit, or has merely a 
gambler’s chance been taken? In either event, there 
are established no reasons why other than an attitude 
of firm adherence to a conclusion based upon the 
weight of evidence should be held to. @ Sane and 
fearless work of this character will serve to elevate 
‘the standards of credits and credit making. 





CENTRAL CHATS 


GREAT deal is said nowadays about pre- 
paredness and surely nothing has proved 
more disastrous than the complacent cock- 


sureness of nations and groups of men in believing 


that everything will continue to be well with them. 
@ And the thought embodied should not be limited 
to the domain and integrity of nations, but referred 
alike to the little field in which each individual oper- 
ates. { Human history is marked with failures that 
have come from the lack of this preparedness which 
provides so to speak the “fuel of human action”. 
@ To the credit men, in the efficiency of whose work 
our interest is centered, we appeal for preparedness, 
by which we mean a knowledge and appreciation 
of the principles of safe credit granting and vigi- 
lance in the application of these principles. @ Com- 
placency and cocksureness have no place in the 
catalogue of qualities which make for efficiency in 
credit management. 


eri 
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upon a given statement. A wide field for discussion and honest 
difference of opinion due to a variety of experience is presented 
by the financial statement as a basis of credit, and the “Bulletin” 
desires that this be the subject of many communications to it dur- 
ing the year. There are scores of members who could contribute 
most interestingly to this subject. Particularly under this head 
we would suggest the thought, “What are the possibilities of visual- 
izing a business through its financial statement ?” 


man 
EDITORIALS elab 
we 1 
Houston, Texas, has become a seaport. Last month a ship thes 
channel 50 miles long, 27 feet deep and 200 feet wide was com- 
pleted, connecting the city with deep water to Galveston, con- ut 
structed with funds furnished by the federal government, Harris he 
county and the city of Houston. The facilities for factory estab- J ‘“ 
lishments along the channel have been promptly taken advantage of, ing 
and here is expected to develop great oil, fertilizer and other indus- 
tries. Houston is entitled to the congratulations of American coll 
commercial interests in the enterprise that has made this advance = 
possible. wa 
nes 
In recent correspondence between members of the Association tor 
in Virginia, a suggestion relating to the exchange of credit infor- ” 
mation was developed which, if acted upon, would add considerably r 
to the value of such exchange and help in strengthening one of the - 
weak spots in business transactions. The suggestion was to the th 
effect that there be an exchange of information as to terms offered, - 
the party making the inquiry accompanying same with a full state- 
ment as to the terms he is extending to the subject of inquiry, and _ 
the blank form used for reply giving space for an answer. The al 
subject of terms must be emphasized among houses more and more be 
if business is to be done on a sound basis. The best houses must ws 
be persistent in their effort to put a stop to the habit of stealing time " 
through payments made contrary to terms of sale, and our fellows tt 
of Virginia have suggested another method of keeping the subject 
to the front. The Committee on Credit Department Methods 
should give the suggestion its careful consideration. : 
There is no more interesting or profitable exercise for the 
credit grantor than the analysis of financial statements, and par- : 
ticularly the comparing of conclusions reached by credit grantors : 
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It is a very pertinent question which a wideawake business 
man recently asked—“If we as manufacturers see the necessity of 
elaborate system to help our dealers sell our product, why should 
we not go a little further and extend the system so that it will help 
these dealers collect better on accounts made in selling our goods?” 

The dealer expects the manufacturer to help him make a 
market for the manufacturer’s product, and in like manner explains 
he will pay his bill when he can collect his own bill. It would 
seem, therefore, that if the manufacturer can supply helps in mak- 
ing collections the manufacturer’s collections will be improved. 

As this business man points out, the correspondence of the 
collection department of most houses is still very unscientific and 
puts that department continually at odds with the selling depart- 
ment. The latter department is conducted on principles of gracious- 
ness, of extending help in constructing a business, while the collec- 
tion department has not advanced beyond the old nagging, scolding 
or cajoling method. Improve the system of collection help is the 
way out, says our business friend. Show the customer how to 
make collections; how to write collection letters; how to talk to 
the party who owes a past due account and make him see how 
important it is to live up to his obligations. 

Here is surely a great field for the student of better credit and 
collection work, one that the “Bulletin” has again and again urged, 
although the thought has never been expressed quite as it has here 
been brought out. Prompt collections mean as much to a business 
as efficiency in sales. Why not, therefore, if we have elaborate 
systems to help the retailer in the latter, extend the system to help 
the retailer in the former? 


It is always a question whether a man should be given special 
recognition for doing what he ought to do. When a man whose 
business it is to protect his own credits and who belongs to the 
profession which has by inference undertaken to protect the whole 
credit system, rises to his duty to join in a battle to the finish 
against those who plunder through the credit system (as unfortu- 
nately not enough do) we should perhaps, not offer exaggerated 
praise, but we can at least with complete propriety give our 
acknowledgments. 

It happens an opportunity so to do is offered by the work 
C. W. Brown of Hicks-Fuller-Pierson Company of Sioux’ City, 
Iowa, is doing in connection with cases in which his concern and 
thirty-nine others are interested as creditors. His efforts have 
given the federal authorities a mass of evidence tending to show 
a concerted scheme to defraud creditors in several important and 











































854 CREDIT MEN’S BULLETIN 





intimately connected bankruptcy cases, in which three indictments 





met 
have been secured. He has been enabled to do this because he has § the 
done the work himself and not simply delegated it to government } son 
officials or even hired detectives. Mr. Brown is in the fight to § ligt 
stay, although he realizes that his crafty adversaries with their J rep 
craftier attorneys offer no easy proposition. wh 

The trouble is too many credit men feel incompetent to handle § fot 
creditably prosecution work but how, we ask, are they ever to — pu 
become competent until they get the experience? And again, is it 
not better to fail in trying than not to try? me sort of a fight — pr 
puts fright into crooks. sy: 

be 
he 

What policy is to be pursued when a competing house begins J ay 
to make a bid for business by offering unusual terms? This ques- | ph, 
tion is the more difficult if it is a staple line which is affected, for 
there are some goods which present no talking points. They are 
the same wherever bought. 

Perhaps there is no inflexible rule of conduct to be adopted W 
under such circumstances. Of this we are not sure, but we offer di 
the suggestion that the house that intends to stay in business can- ri 
not permit itself to be swayed from its established policies at every st 
rumor or by every entry into the field, who thinks the only way f 
to steal business is to offer specially attractive terms € 

As one looks around him, he will discover that the houses that V 
make big successes are those that do things on broad, but firmly n 
established policies. They establish their terms and stick to them; I 
they work day and night for a better service and become known I 
for doing things right; they make themselves invaluable to their é 
customers, who take pride in handling their goods and being known I 


before the public as their representatives. 

This is the way, as it seems to us, to cut out worry regarding 
the doings of what are probably ephemeral competitors—not, we 
confess, any easy solution, for it is hard work to construct a busi- 
ness along the lines suggested, but no harder after all, perhaps, than 
keeping a business just going before any wind that blows. If 
Hamlet had entertained doubts less, his life would have struck an 
easier course before he had traversed far. 





The Association is urging its members at affiliated branches 
to go into the question of substituting the acceptance system for 
the open account system. In no other country is the system of open 
accounts as representative of merchandise transactions so common 
as in this country, and the feeling has often been expressed that 
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merchants both large and small would be far better off if through 
the acceptance system, which has been found abroad to be whole- 
some, helpful and economic, their accounts could be converted into 
liquid form. It is evident the leading financiers of the land, as 
represented in the Federal Reserve Board, are of this opinion 
when they offer a premium of one-half of one per cent. on the rate 
for this class of paper as compared with ordinary discounted or 
purchased single name paper. 

This ought to do much in helping along that educational 
process which must precede a general adoption of the acceptance 
system. The “Bulletin” believes the acceptance system is to grow, 
because it offers a means of meeting certain evils and abuses in- 
herent to the open account system, and again will make possible 


an appreciable economy in the conduct of business which cannot be 
had in any other way. 


The tendency of the Credit Exchange Bureau is all the time to 
widen the circle within which its membership operates, and hence to 
draw into itself all the information or experience bearing upon 
risks in a given market. The Wichita bureau, for instance, is 
steadily becoming a state institution for already it has broken away 
from simply a Wichita membership and can command the experi- 
ence of merchants at Hutchinson, Arkansas City, Winfield, Wood- 
ward, Dodge City and Anthony, where the Wichita association has 
members; and with its free ‘interchange with sister bureaus in 
Kansas City, St. Joseph, Oklahoma City, St. Louis and Chicago, 
members of the home bureau get a wonderfully efficient service 
at great economy. The number of insolvency cases it is felt is 
being reduced by the bureau’s operations. 


The American Lava Company of Chattanooga presses home 
a wholesome message with every letter to its customers. “Judg- 
ment—Service—Business” are the words that express the connec- 
tion between the house and its customers. “You send us the 
order,” they say, “that’s judgment. We ship the same day we get 
it—that’s service. We mail the invoice also the same day—that’s 
business. You mail us a check taking 2 per cent. in ten days or 
full amount at maturity according to terms—that’s fine and 
reminds us that ‘a credit used and not abused is capital that never 
runs away.’” Like drops of water falling on the rock, such fair 
words make their impression through repetition. It never hurts 
any house to advertise itself through such wholesome admonition 
and suggestion. 
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GERSON L. LEVI 


The “Bulletin” presents the likeness of Gerson L. Levi of 
Samuel Sternberger Company, Philadelphia, who is in his twentieth 
year of individual membership in the National Association of 
Credit’ Men. He took out membership in this class within two 
months of the founding of the organization at Toledo in June, 1896, 
in fact, prior to the establishment of an affiliated branch in his 
home city. Mr. Levi never fails to attend the annual conventions, 
where he is recognized as a leader in directing convention work. The 
unselfishness of his efforts is indicated by the fact that he has never 
sought official recognition by the organization which he has helped 
to so large an extent in the making of. Mr. Levy has for many 
years been a member of the board of the Philadelphia association 
and is still a director. While the National Association has on its 
rolls many men whose devotion and zeal for its best interests are 
equal to those of Mr. Levi, there are but few who have been 
privileged to serve the organization continuously over so many 
years. 





GALVESTON CREDITS 


Galveston Credits and the Flood Disaster 


With a view to getting first-hand information upon the situa- 
tion at Galveston, brought about by the recent storm which visited 
that city, the National office communicated with one of its lead- 
ing members there, Morris Stern, of Ullmann, Stern & Krausse, 
Inc., who writes as follows: “There has been considerable storm 
loss to the merchants of Galveston on their stocks of goods as the 
water was in the stores from fifteen inches to five feet deep. The 
majority of the merchants were in their stores and saved a great 
deal of their stock by raising. If there are any failures in Gal- 
veston among the merchants on account of this storm, it will only 
be some very small merchants. 

“Some of the retailers throughout the coast country have been 
badly hurt and there will be some slight losses sustained among 
the jobbers of this section. The crops in the coast country have 
also been hurt, cotton possibly twenty-five per cent., and corn even 
a little more than that in some sections. 

“Taking it all in all, I do not believe the commercial world 
needs to fear any losses on account of this storm, but probably it 
will be necessary that those who are doing business with the 
retailers in this section may have to give a little extra time on their 
maturities. 

“As far as my firm is concerned, I am pleased to say to you 
that our building in Galveston is only seven years old and was 
built very high and strong. We have about one foot of water in 
our house and our damage is very slight, and no damage at all was 
sustained in any of our branches.” 

It should give satisfaction to receive from so high an authority 
as Mr. Stern these reassurances as to the soundness of Galveston 
business in spite of the loss which it has suffered. 


Membership Directory Corrections 


Under Milwaukee in the membership directory issued under 
date of March, 1915, occurred two errors which interested mem- 
bers might note, on pages 216 and 218: 

The H. C. Block Company listed under “Office Supplies” 
should have been listed under “Dictaphones.” 

The Milwaukee System and Service Company listed under 
“Dictaphones,” with William Fisch as representative, should have 
been listed under “Dictating Machines (Edison),” with William 
Tisch as representative. 


Members of the Association will please note that it 
is the Board of Trade of San Francisco which is the 
adjustment bureau department of the San Francisco 
Credit Men’s Association. The Board of Trade of San 
Francisco is not to be confused with the Wholesalers’ 
Board of Trade, which is a different institution. 
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Notes, General 


At the recent convention of the Commercial Law League of 
America held at Pasadena, Cal., Earl W. Evans, of the Wichita bar, 
was elected president. Mr. Evans has always indicated a genuine 
interest in the National Association of Credit Men, and has many 
times indicated feelings of cordiality and the best of feeling toward 
the work which the Association is doing. 


Edward Levi, of the Bijou Waist Company of New York, 
calls attention to the fact that when a consignor refuses to take back 
from an express company goods shipped to a customer who returns 
them, and compels the express company to store the goods, the 
storage is not at the risk of the express company, which as ware- 
houseman, holds them, but at the risk of the owner who in case of 
fire has no claim upon the express company for their loss. 


Saragossa, Ala., would perhaps never be heard from if it were 
not for Morgan McNutt, who every now and then runs out of his 
stock of sample goods which he seems to be supplied with more or 
less regularly by the generous if somewhat credulous and over- 
eager selling and credit departments of various lines. They are 
always sample lots that he is interested in. He is rarely known 
to get beyond the appetite for samples. Those who are favored 
with orders are asked to get in touch with the National office. 


Those who attended the Salt Lake City convention and were 
in a position to appreciate the splendid management of the enter- 
tainment of the ladies, will be glad to know that Mrs. McCanne’s 
efforts as chairman of the ladies’ committee has been acknowledged 
by the Utah association, which has given her a reminder of the 
convention in the form of a sterling silver basket inscribed with 
a word of affection from the committee with which she worked, 
and the dates of the convention. Mrs. McCanne has acknowledged 
the gift in most gracious language. 


The Post Office Department has yielded to the demands of 
various chambers of commerce and trade organizations to issue 
receipts for parcel post packages which now can be obtained by 
the payment of one cent for an extra stamp, so that hereafter the 
veracity of those shipping goods by parcel post need not be ques- 
tioned, and an additional responsibility for delivery is placed on the 
government. It is also interesting to note that the maximum of 
length and girth of parcel post packages has been increased from 
seventy-two to eighty-four inches. 


A cordial letter received by the Association from President 
J. H. McLaurin of the Southern Wholesale Grocers’ Association 
of Jacksonville, Fla., augurs well for co-operative work between 
the two associations. Nothing more cordial could be asked than 
the following words written by Mr. McLaurin to Secretary Tregoe: 
“You can depend at all times upon my hearty and earnest 
co-operation, both in a personal and official sense, in the great work 
that you are doing, and I wish to assure you that I most heartily 
reciprocate your reference to the permanency of a cordial relation- 
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ship between you and myself in the promotion of those mutual 
ideals in the development of the trade life of the country.” 


It is hard for one who has done so much for the Association 
as George R. Barclay of St. Louis, to keep out of the work. Mr. 
Barclay has for several months been off on leave of absence from 
his arduous duties as a vice-president of the Simmons Hardware 
Company, and has been playing around his old home state, 
California. Every now and then he comes in touch with the 
members of the San Francisco Credit Men’s Association, all of 
whom he counts as friends, and is advising them in their task of 
building up a reporting bureau and stirring up enthusiasm there- 
for. Mr. Barclay is such a believer in credit exchange bureau 
service that he talks up national interchange at every opportunity. 


The Buffalo association in a recent bulletin points out that in 
rural communities there are apt to be many inter-relationships, 
almost every one related to every one else, with the result that 
information is colored either by jealousy or friendliness. The 
adjustment bureau of the Buffalo association, for instance, wrote to 
a country town for information on a store keeper who was slow 
pay. The agency report had given the store keeper a good send-off, 
and the bureau did not wish to issue an unfair report, but a careful 
investigation revealed that the store keeper’s silent partner was the 
reporter for the agency and that $30,000 real estate in the report 
was really a hundred acres of stumpy hill land that could not be 
rented for $5.00 per acre. If this sort of thing is common, infor- 
mation from the country banker or lawyer would seem to call for 
verification. 


Secretary Franklin H. Wentworth of the National Fire Pro- 
tection Association has received from the Underwriters’ Labora- 
tories of Chicago for use in his lecture work a motion picture reel 
showing the work of the laboratories in examining and testing 
devices. Many of the pictures are unusually and especially in- 
teresting, one of them being the beginning and progress of a fire 
subsequently extinguished by the operation of an automatic 
sprinkler head. While most people are familiar with the appear- 
ance of an automatic sprinkler on the ceiling of mercantile and 
other establishments, very few have been permitted to see the 
system in actual operation and have a more or less vague idea of 
just how the water is thrown on the area which each head drenches 
by its spray. Secretary Wentworth expresses his willingness to 
loan this reel to any of his friends among the local Credit Men’s 
Associations who may desire to have the exhibition at any of their 
meetings. As the laboratiories have branch offices in most of the 
principal cities or the National Fire Protection Association has 
members therein, little difficulty would be encountered in securing 
without charge the services of some one to describe the laboratories 
and answer questions respecting the pictures where the same are 
not fully understood by an audience of laymen. The reel is printed 
on the slow burning film and local associations would be put to 
only a small expense in securing the projecting apparatus for such 
an occasion. 
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Members of the National Association of Credit Men 





who have had dealings with the Consolidated Adjust- vn 
ment Co. of Chicago; Whitney Law Corporation, of New § asso 
Bedford, Mass.; Mercantile Reporting Co., Newark, } thin: 
N. J.; National Collection Agency, of Washington, D.C.; } ‘°° 
National Credit Exchange, Baltimore, Md.; Pinkerton & us 
Company’s U. S. Detective Agency; International Ad- | ,; ; 
justment Co., Kansas City, Mo.; Credit Guide and fF {ead 


Guarantee Co.,; Giles Mercantile Agency, Colorado 
Springs, Col., are requested to report the results of the 
same to the National office. 





Members of the Association having information re- 
garding John A. Hope, formerly of Chicago, who repre- 
sents himself as with the C. W. Braithwaite Company, 
are asked to get in touch with the National office. 


Members of the Association having information re- 
garding Benjamin Seigel in the grocery business at 105 
N. Grant Street, Wilkes-Barre, are asked to get in touch 
with the National office. 





Members of the Association having information re- 
garding Geo. W. Price, who has been representing him- 
self in the Middle West as an officer of a large Boston 
electrical merchandise company, are asked to get ix 
touch with the National office. | 


Members of the Association who have had communi- 
cations with C. T. Arnold in the business of making and 
selling pennants, or James K. Brown in the same line, 
are asked to get in touch with the National office. 













Members of the Association having communications 
from the Standard Supply Company, George Constand, 
Proprietor, 212 Union Street, Providence, R. I., or 2107 
Washington Street, Boston, Mass., are asked to get in 
touch with the National office. 





Information is wanted regarding M. G. Ward, form- 
erly of Gowanda, N. Y., said to be drawing checks in- 
discriminately against the Bank of Gowanda, where he 
formerly had an account, and having them cashed in 
Detroit, Cleveland, Washington and other cities, same 
being returned to endorsers marked, ‘“‘No account.” 
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The “Bulletin” takes particular satisfaction in announcing the 
organization of the Mid-West Jobbers Adjustment Bureau, the 
result of a joint effort by the members of the Omaha and Lincoln 
associations, who, if enthusiasm and careful survey count for any- 
thing, are going to build up a model institution in a comparatively 
short time. 

The board of officers and directors chosen from the two cities 
has been selected, and John Duff, for many years credit manager 
of the Hayward Bros. Shoe Company of Omaha, a recognized 
leader in the best credit thought of the middle west, is to serve 
as manager with offices at 412 Karbach Block, Omaha. 

The bureau has been incorporated in such a manner as to 
insure its perpetual control by those who are members of the 
two associations. The hope is not only to serve local members 
at a moderate rate, but non-members at figures which will be 
entirely satisfactory. ; 

This new bureau will be listed in the Adjustment Bureau 
Directory on the last page of each “Bulletin” issue. 


The Washington Association of Credit Men has organized a 
Credit Exchange Bureau with its secretary, R. Preston .Shealey, 
manager. It is hoped thereby to get a freer exchange of informa- 
tion with other bureaus of the same general trade territory north 
and south. There will also be an informal exchange of credit 
information at weekly luncheons which have been arranged to be 
held at the Ebbit House. 


Another new adjustment bureau which the Association is glad 
to announce is that recently formed in connection with the Decatur 
Association of Credit Men at Decatur, Ill., in charge of C. A. 
McMillen, located at 409 Milliken Building. The formation of 
this bureau has aroused a great deal of enthusiasm among the 
Decatur members in the hope that it will be made generous use of 
by the members of the National Association of Credit Men gener- 
ally if they have accounts calling for adjustment bureau attention 
in the Decatur district. 


L. H. Macomber, of the Spokane Merchants’ Association, has 
been called to Seattle to take charge of the affairs of the Seattle 
Merchants’ Association, the adjustment and credit exchange bureau 
of the Seattle Association of Credit Men. Mr. Macomber’s work, 
under Secretary Campbell at Spokane, has been such as to give 
assurance that the affairs of the Seattle bureau are to be con- 
ducted efficiently. 


That progressive member of the Association family at Tampa, 
the Tampa Association of Credit Men, reports the establishing of 
an adjustment bureau service under the management of T. S. Mar- 
shall who intends that the bureau shall serve to the fullest not only 
the Tampa membership, but members of the National Association 
generally, directly or through the various local bureaus over the 
country. Members should not forget that they have this additional 
protective arm of the service in Florida if occasion may arise to 
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seek adjustments in that state. The bureau and its manager wil 


be reported monthly in the Adjustment Bureau Department of the 
“Bulletin.” 






The credit exchange bureau, recently organized by the San 
Francisco Credit Men’s Association, has equipped itself to serve 
with special efficiency the hardware and wholesale plumbing sup. 
ply houses. There are eighty-nine houses members of the burean, 
and as the membership is increased the service is being extended 
to all classifications of trade. Arrangements have also been mate 
for interchange of information with the members of the Lo 
Angeles association. 

Much credit is due C. E. Baen, of the International Banking 
Corporation; Thomas M. Earl, of the Nolan-Earl Shoe Company, 
and W. P. Sugg, of the Sperry Flour Company, for the develop- 
ment of this bureau. It has required a large amount of work to 
bring it to its present state. 

Secretary C. T. Hughes, of the San Francisco association, 
writing of the success which his organization has had in establishing 
a credit exchange bureau, points out that this comes as one of the 
results of two years of steady work on the part of the leaders of 
the San Francisco association to cement the divergent views of the 
houses centering in San Francisco and its neighboring cities. He 
declares that the business men of San Francisco are now enjoying 
a closeness of relationship which it seemed impossible at one time 
to attain, and there has come about a popular recognition of the 
useful sphere which the Credit Men’s Association should fill which 
was altogether wanting when the efforts for the upbuilding of the 
organization began. As a result of all this effort, Secretary Hughes 
says, the National Association may in a brief time look for a mate- 
rial increase in the membership of the San Francisco association. 
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Associations Showing the Largest Net Gains During 
the Month of July 












Membership 

Association Net Gain as of Aug. Ist 
Cleveland Association of Credit Men.......... oT. | 678 
Detroit Association of Credit Men............... 8 460 
Indianapolis Association of Credit Men........... 5 145 
The Greater Dayton Association..:.............. 4 36 
Pittsburgh Association of Credit Men............. 4 828 
Chicago Association of Credit Men............... 3 1,225 
Dallas Association of Credit Men................. 2 103 
Huntington Association of Credit Men............ 2 41 
Louisville Credit Men’s Association.............. 2 157 


Norfolk-Tidewater Association of Credit Men...:. 
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Associations Showing the Largest Net Gains During 
the Month of August 


No. of Times Mem- 

Assn. bership 

Net Has Been on as of 

Association Gain Honor Roll Sept. 1st 
Wilkes-Barre Association of Credit Men. 9 a 43 
Cleveland Association of Credit Men.... 2 692 
New York Credit Men’s Association.... 1,494 
Albany Association of Credit Men : + 47 

Baltimore Association of Credit Men.... :; = 529 

Milwaukee Association of Credit Men.... ie ea 

St. Joseph Credit Men’s Association.... { . 95 

Charleston Association of Credit Men.... a 59 


New Members Reported During July and August 


70. Albany, N. Y, (47). 


Albany Garage Co. ...... C. D. Hakes Automobiles. 
TO. Wie Gite ME GO cccccesed A. E. Ward Mercantile Agency. 
McKinney, Jas., & Son...E. N. McKinney...Iron (Architectural). 


Anderson, Ind. 
National Tile Co., The. 


8. Baltimore, Md. (529). 


Baltimore Banana Co.....E. B. Hopkins Fruit. 
Baltimore Wheel Hub & 


Oe errr Robt. C. Loock Hubs and Wheels. 
Banning, R. A., Co., The..R. A. Banning Hardware and Carriages. 
Colonial Distributing Co..F. E. Pentz Spirits and Alcohol. 
Murphy, Chas. J., Co., Inc.J. O’Brien Paints. 


6. Boston, Mass. (648). 


Bryant, Edward, Co Guy H. Hunt, V.-P.. Lime. 


Carr, 2. .5.;. Go T. H. Dumper Automobile Covers. 
Herman, Joseph M., Shoe 


Co. Joseph M. Herman. Shoes. 
Hollingsworth & Vose Co.V. Hollingsworth... Paper. 


11. Buffalo, N. Y. (417). 


Buffalo Box Factory...../ Arthur W. Yox..... Fiber Boxes. 

Crane & Co. J. L. Peterson ; 

Moschel, Jacob, Sons, Inc.H. P. Stroub Packers and Packing 
' : House Products. 


Rand Co., Walter R. Paine.... Credit Systems. 
Mallue, Henry E., & Bro.Henry E. Mallue... Lumber. 
88. Butte, Mont. (34). 
Browne & Flanigan Co...J. Patrick Browne.. Liquors and Cigars. 
61. Charleston, W. Va. (59). 


Good, D. E., Ins. Co 5 ae Insurance. 
Sulzberger & Sons Co....R. A. Lauchs, Cash. Packers and Packing 
House Products. 


Chattanooga, Tenn. (86). 
Daniel, W. M., & Co 
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2. Chicago, Ill. (1204). 
Agar Provision Co. «...W. C. ‘Agar........ Packers and Packing 


House Products. 
Blakely Printing Co., The.William C. Tyler... Printing. 
Chicago Society of "Mer- 


WERt  RMMOTEE 60k kode ve George Koelle .....Trade Association. 
Cohu, Beer & Berman. :..b. Frank. ...... 00% Cloaks. 
Dexter,-W. H.,'Co........ W. H. Dexter...... Dairy Products. 


EE RUE, onic San bivohschth oiecis Packers and Packing 


House Products. 


Reach, Herman, & Co.....B. Freisleben....... Bags (Burlap). 
Riverside Oil Co. of Mili- 
inbieatineveshs™ Be. Be. tenet... 6c ot ON. 
Whitlock, aes asec an aw ee Care Belding Bros. 
® GC Wale weed. Individual. 


5. Cleveland, Ohio (692). 
Automatic Printing Co., 


7 er a ee ee Chas. S. Smith ..... Printing. 
Bassett-Loeb Co., The....Joseph Loeb ...... Hats and Caps. 
Bour Company, The ..... George J. Murmen. Tea and Coffee. 
Camp Conduit Co., The...B. P. Wise......... Fire Proofing Material. 
Canfield Oil Co., The....Chas. McLean ..... Oils and Greases. 
Carborundum Company, 

BE Sites rare vicses se G. T. Estabrook.... Abrasive Materials. 
Carpenter Steel Co., The..Chas. A. Heil...... Steel. 

City Brass Foundry Co., 

Be ec chtaes aencu.e kama George Hammink .. Brass Foundry. 
Cleveland Belting & Ma- 

CO Ec i ave cceen Wm. Hartle ....... Machinery. 
Cleveland Brass Mfg. Co..W. H. Smith ...... Brass Goods. 


Cleveland Merchandising 


SOR cialis onan ic-aaineisne's av Sih George Simon ..... Merchandise (General). 
Cleveland Seating Co., 
I  ctomtes Gs eb vce aw eh BP. BS: RRR is kco'nds Furniture. 
Commercial Auto Body & 
Bike Ao SE ve ncssus ES ee Automobile Bodies. 
Crawford Specialty Mfg. 
(SENS a ee ere C. F. Schneerer .... Paints and Oils. 
Dill Mfg. Co., The.. A. P. Williamson... Metal Stamping. 
roe Cap & Set Screw 
Psa la Das atve how H. D. North .......Cap and Set Screws. 
Fidelity & Casualty Co., 
Me. é+snbsveneaer aun *. P. Somers...... Insurance. 
Forest City Provision Co., 
TN ie OR are anaes Ste) A ga Provisions. 


Glauber Brass Mfg. Co...D. H. Bowlzer 
Guggenheim Company, 


SCE Brass Goods. 


1 I a Ape ithe tha S. D. Guggenheim.. Waists. 
Habermann, A., Provision 

en PE oe a Re oe bieee nied Joseph J. Naegele.. Provisions. 
Hertz & Brock .......... 7. EL sce cheat nee Skirts and Dresses. 
Hildebrandt Provision 

NE oh 0cb assets ob Hugo A. Hilde- 

ee ee ee Provisions. 

Hubbs & Howe Co. ...... See Paper and Twine. 
Hyde, Woof: Go., The....0%. Losey .. 6.208% Contractors (Building). 
RE I eo Birch db aaa ba's os Cis a pial Broker (Meat). 
Keller Knitting Co., The.Wm. A. Keller..... Knit Goods. 
Kirk Latty Mfg. Co., The.F. H. MclIsaac...... Nuts, Bolts and Screws. 
Klein, Kirchstein Co......S. C. Klein......... Cloaks and Suits. 
Klein, Stein & Co. .......Simon Klein ...... Tailors’ Trimmings. 


Kundtz, Theodor, Co., 


MN. * aires tires 0 hs aut Frank Friedle ..... Sewing Machine Cabinets 


Lake Erie Forging Co., 
UNE aduethactcctvdetwe J. A. Markley...... Forgings. 
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Deaines, ta, Me Ce: ..idid< et Leitner ... 


. Cloaks and Suits. 
Lucas Machine Tool Co...G. A. Yost 


sneak Machinery (Metal Work- 


ing). 

McClellan, Wm., Co., The.William McClellan.. Files. 
Medina County Creamery 

E05 a 0's x'osle Gorn ee W. W. Watson..... Dairy Products. 
Miller, Hayden, & Co....George H. Gardiner. Bonds. 
Musterold Co., The...... George H. Miller... Druggists. 
National Safety Razor Co.Henry E. Riker....Safety Razors. 
Reinhold Co., The ....... Edward Steiner....Skirts and Dresses. 
| Sabin Machine Co., The..Orrin C. Sabin..... Machinists. 
Schaefer, Gustav, Wagon 


O., SUR: <osekP tele « Ernest Schaefer ... Wagons and Automobile 
Bodies. 
Singletary Lumber Co., . 
RMA att sno Sie tkid te o aieraatt ie Wm. C. Schinsky.. Lumber. 
Standard Sand & Machine 
E0., Be 4a ceases bee. Harry E. Boughton.Machinery (Conveying 


and Elevating). 
Taylor, Wm. W., Machine 
Co. 


Fn age Sa lt aa Wm. W. Taylor.... Machinists. 
Teachout, A., Co., The....D. W. Teachout....Sashes and Doors. 
Theurer- Norton Provision 


0; .saenkbawhnnisee eae mC. ROG... noes Packers and Packing 
House Products. 

Tyler, W. S., .Co:, The;i).C. .P.. Daaliroi.. i.2. Iron (Ornamental). 
Urbansky, Thos., & Sons 

e., Bie sntinies oz eedets Thos. J. Urbansky.. Leather and Findings. 
Weber-Kelly Co., The....W. F. Rand ....... Printing and Blank Books. 
Weiss & Thurman ....... Lee Thurman ...... Shoes and Leather. 
Walker Supply Co., The..Irving Stafford .... Plumbers’ Supplies. 
Wellman Bronze Co...... F. T. Wellman..... Castings. 


Whitmore Mfg. Co., The.S: W. Whitmore... Lubricators. 
Worthington Co., The...F. W. Colson, 
Bayh OS ccc Invalid Chairs and Chil- 
dren’s Vehicles. 
39. Dallas, Texas (103). 


Firestone Tire & Rubber 


CO, Or PERS. oo ss 0000 Gy oe ND wer gangs 5-4 Rubber Tires. 
Wolff, L., Mfg. Co. ...... WE. CORE: ac cnecs Plumbers’ Supplies. 
86. Dayton, Ohio (36). 
Beaver Sean CG... 6s sii J}, Fe PUNE is civ cos OE 
Cappel Furniture Co. ....E. H. Bushing ..... Furniture. 
een, he, Gt COs nadie Re A eee Mercantile Agency. 
Keogh & Rike Co. ....... Bie Rs SRR: bie deve sic Paper. 


9. Detroit, Mich. (461). 
Aluminum Castings Co., 


BMS ssh Cor eakes vo baa’ | OE ae Sa Aluminum and Brass Cast- 
ings. 

Arctic Ice Cream Co.....Wm.A.Chamberlain. Creamery. 
Crowley Milner & Co. ...E. B. Schick....... Department Store. 
First and Old Detroit Na- 

MOMNE MAMIE iS Sx'ce os 000 Jonni: Fier... Banking. 
Freese, Chas. E., Ins. 

Rootes cusses iidbdinls Chas. E. Freese.... Insurance. 
Grigg Hanna Co. ........ Herbert Grigg .....Boxes (Wooden). 
Regal Motor Cor Co. ....M. T. Boden ...... Automobiles. 
Sidwell-DeWindt Shoe 

AD, dha pits alomes' + deen ctankS:s F. A. Deewana... s««. Shoes. 


Frankfort, Ind. 
kis . M. ...... Groceries. 
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87. Grand Forks, N. D. (36). 


Grafton Roller Mills Co...H. B. Eggers, Jr., 
Grafton, N. D....Flour Mill. 


57. Green Bay, Wis. (75). 


Anlkerepn;, J. Ob. okie ccd Gillett, Wis. ..,.... my Grain, Flour and 
eed. 
Bradstreet Co., The ..... Frederick Stolz ....Mercantile Agency. 
Cloverland Milling & Sup- 
SAVED. 5 og ace eee wees < Gladstone, Mich. ... Flour, Feed and Grain. 


Copps Company, The ....A. M. Copps, Tr., 
Stevens Pt., Wis..Groceries. 


95. Houston, Texas (31). 
Union National Bank ....Dewitt, C. Dunn.... Bank. 
80. Huntington, W. Va. (41). 


Bradstreet Co., The ..... og eR: aaa Mercantile Agency. 
Lambert Milling Co. .....J. G. Lambert, 
Kenova, W. Va... Milling. 


32. Indianapolis, Ind., (145). 


Burford, William B. ..... H. R. Danner...... Stationery and Printing. 
Fairmont Glass Works...Carl P. Rau........ Glass. 
Indianapolis Light & Heat 

Sle *, Silda ti Lea tigaveyss Thos. A. + accgmay . Public Utility. 


Live Stock Exchange Bk..A. F. Singleton .... Bank. 
Merchants Heat & Light 
Gi vie bSs cawbeheR es 04 0 Henry Knaff ...... Public Utility. 


Jefferson City, Mo. 
Oberman, D. M., Mfg. Co..E. H. Dulle, Cr.Mgr. Clothing. 


10. Kansas City, Mo. (425) 


Burger Engraving Co....H. H. Burger...... Engraving. 
Cohn, M. B., Merc. Co....M. B. Cohn........ Dry Goods Novelties. 
Household Specialty Co..Seth H. Leach..... Household Specialties. 


Howard, Frank, Mfg. Co..J. C. Fox, Jr., 
Atchison, Kans... Men’s Furnishings. 
Revere Rubber & Supply : 
GA. covivverhearvececess F.S. Kenny ....... Automobile Supplies. 
Woolf Bros. Furn. Goods 
oy ‘enpat cbibltheted uso oh W. A. Bhere, . .cccss Furnishing Goods. 
Wunderlich Piano Co.....W. Wunderlich .... Pianos. 


Lafayette, Ind 


First National Bank ..... Re ee Bank. 
Schwab Safe Co., The....Sam A. Cohn, V.-P..Safes. 
78. Lehigh Valley Assn. (42). 
Fritch, D. D. & N. D...... Macungie, Pa. ..... Flour Mill. 
30. Louisville, Ky. (157). 
American Cap Mfg. Co....K. Levin .......... Caps. 
Henchey, P. E., & Co..... O. A. Buchart ..... Ladies’ Wear. 


Hildebrand, W. A., & Co..W. A. Hildebrand.. Fruits and Produce. 


Marion, Ind. 


Ballard Packing Co. ..... (PORTER Sox uc nswe Packers and Packing 
’ House Products. 

Marion Machine Foundry 

& Sapeay CA. ieee ees Henry L. Erlewine. Foundry. 
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12. Milwaukee, Wis. (381). 


Burlington Blanket Co....W. G. Rasch, 
Burlington, Wis.. Horse Clothing, Sweat 
Pads and Automobile 


Robes. 
Maltectein, A.) Loci ice'eiens'st 810 First Nat. Bank 
PRIOR ae kes lees Individual. 
Union Credit Co. ........ Se ee Mercantile Agency. 


Mobile, Ala. 


Pollock Dry Goods Co., 
saline chiaial ie he hibion wih M. L. Gans, S. & T.. Dry Goods. 


Nassau, N. H. 


White Mountain Freezer 
Pk, WE cas bakl ond iun ee L. F. Thurber, Tr... Ice Cream Freezers. 


46. New Haven, Conn. (89). 


» Broadway Bank & Trust 


i; -¢>gnwanarteckienknas George L. Moore.. Banking. 
17. New Orleans, La. (315). 
Gessner Co. 2. ociccencccd Thos. F. Gessner... Printing, Engraving and 
Stationery. 


1. New York, N. Y. (1494). 


American Mills Co. of 
hs. Ena a oten sakene A. &. Sutcliffe... Webbing. 
American Piano Supply 


IR, ait side eh ennweennsewe John P. Cowan..... Piano Supplies. 
Burroughs Adding Ma- 

ORINOCO. on osc ceewnie sas W. B. Hemstedt....Adding Machines. 
Goldman Costume Co..... Henry M. Wechsler.Dresses and Costumes. 
Greene, Tweed & Co. ....Willard R. Platt... ere and Mill Sup- 

plies. 
Greenpoint Metallic Bed : 

ii. abakaip ae ula dcbiibetadeloilibins Samuel Greenberg, 

Brooklyn, N. Y..... Metallic Beds. 
Langrock Bros. Co. ..... Joseph S. Miller, 

Brooklyn, N. Y... College Novelties. 
Murray, Joseph A........ Care John Wana- 

maker, New York.I ndividual. 
New York Gas & Electric 

Appliance Co. ......... C. A. Gottesman....Gas and Electric Fixtures. 

Perfection Spring Service 
O. seccececeeeeeeeseeeAlbert C. Bergman.Springs (Automobile and 
Truck). 
TE Ma dis wanvsaseues Care Sharp & 
PIOMIBG Soicaele sas Individual. 
Platt & Washburn Refin- 

eS eee ere or C. W. B. Fisher.... Oils. 

meimon, We. .i..2.c0c0. Brooklyn, N. Y. ... Braids. 
Sheldon, Morgan & Co....C. L. Beiger........ Brokers (Stocks and 
Bonds). 
Sherman Carbide Co. ....Walther Wolf ..... Calcium Carbide. 
Solomon, Max, Inc. ...... Herman Grollman.. Skirts. 
25. Norfork, Va. (194). 
eee or ee yee Roofing. 
Te avumuh A655 aca whe web anieneel Automobiles. 
Ford Vulcanite Co., Inc...R. H. Ford ........: Automobile Tires. 
Loose-Wiles Biscuit Co...Z. A. Jones........ Bakers. 


Norfolk Veneer Co. .....Wilson White ..... Baskets. 
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60. Oklahoma City, Okla. (60). 


Farmers National Bank...D. W. Hogan....... Bank. 
Lem R RRO T TW oko vise 21 idk 20s cate soe es Bie Meee Insurance. 
Inlow & Head ........... NE in x00 we Insurance (Life). 
Lee, A. W., Oil Co. ......1 : OS ae Oils. 
March, oe. ae eee se VE Merchandise (General). 
Minnetonka Lumber Co...F. D. BOREAY. oceeies Lumber. 
Schnoor, E. V., & Co..... .F. W. Unland...... Cigars. 
67. Oshkosh, Wis. (50). 
MATEUS os kv :c cee. oS ete Kaw Bence os Attorneys. 


3. Philadelphia, Pa. (867). 
American Audit Co., The.F. W. Rood, Mgr... Accountants (Certified 


Public). 
Buffalo Wire Works Co., 
.. (acon b meno 60's ese Wm. S. Silpath..... Wire Goods. 
REL, CAD 0 0:0 dalinks Wai ete th sao hae Accountant (Certified 
Public). 
Javee, Charles D. «is .s<:0 CareA. Colburn Co.. Individual. 
ee. Typewriter 
Maseserd oa kecaee J. H. Blodgett .....Typewriters. 
a: canal WUE LS. oc.cdbe bb sdiebect yoke ee cbR Groceries. 
4. Pittsburgh, Pa. (828). 
Consumers Oil Co. ...... M. W. Elliott...... Petroleum Products. 
Hill & Griffith Co., The..James A. Carey..... Foundry Supplies. 
Jelke, John F., & Co...... a es EPNELs 5 asso Margarine. 
Memphis Steel Construc- 
ee fo EE ees Construction. 
New Prague Flouring 
IE A es ee a John A. Waggett.. Flour. 
Scarborough & Klaus Co..Charles W. Scar- 
pore. «seve: Hardware. 


24. Portland, Ore. (213). 
Lewiston Milling Co. ....M. B. Mikkelson, 


Lewiston, Ida. ... Flour and Feed. 
ION OS Fs 9 ee oa ae mo peed Individual. 
Pacihe Grain Co. ........S. A. Tarmer ....... Grain. 
Plummer Drug Co. ...... Ross M. Plummer.. Drugs. 
Portland Seed Co. ....... Ran SE Snare cs Seeds. 
United Warehouse Co. ..Bend, Ore. ........ Flour and Feed. 
75. Quincy, Ill. (46). 
State Street Bank ....... Walter Heidbreder. Bank. 
68. Saginaw, Mich. (49). 
Den,’K. G. & Co........: W. R. Botsford.... Mercantile Agency. 
45. St. Joseph, Mo. (95). 
Aunt Jemima Mills Co....J. W. Cracer-....... Flour. 
Collier Adams Mfg. Co...W. J. Adams....... Sashes and Doors. 
Fox: Bsecwit (ois <.66s5006 i, 2h, QeOeAM .chiecces Crackers and Cakes. 
Pereece GO. s.naiscnces (2. Perpeck,.... Asbestos and Magnesia 
Products. 
er Shoup Crockery 
Pate petictns 4 an aeaen Ferd Schmidt .....Queensware. 
7. St. Louis, Mo. (608). 
General Electric Co. .....L .H. Link......... Electrical Goods. 
Monsanto Chemical 
WUQUEE 2 doce c¥ansscace Jno. F. Queeny..... Chemists. 
Northwestern Mutual Life 
MO. 2 pcs ca ceueces ee ae AS Insurance (Life). 
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Paris Medicine Co. ...... F. U. Hammett.... Proprietary Goods. 
ROU MIEN ok. dp 6 4: cam 008 « trrvls able oceeee Printing and Lithograph- 
ing. 
Schield, Wm. Mfg. Co..... Wm. Schield ....... Lye. 
Shapleigh Hdw. Co. .....A. W. Shapleigh.... Hardware. 
Singer Bros. Cloak Co....W. J. Wolf........ Cloaks. 
BOEREG Gis SUE scosccenes J. W. Hopkins..... 
Union Dairy Co. ...... ...E. N. Beach, Secy... Dairy. 
19. St. Paul, Minn. (290). 
Chore t,t. GO. ies ds «i W. C. Hoeltje...... Creamery Supplies. 
Drovers State Bank ..... O. J. Schumacher... Bank. 
Jackson Hardware Co., 
TOGe cited «dat bulee ease ve Howard Smith, 
Aberdeen, S. D... Hardware. 


Northwestern Shot & 
ee ee hs. ES. PCPROIGRS o'e: 0:0 Lead. 
Stockyards National Bank.Gordon C. Smith... Bank. 


22. San Francisco, Cal. (231). 

American Radiator Co. ..E. S. Morier ....... Radiators. 
ide, Geo. B.,. &.Ge. 000.060: H. A. Nordquist.... Shirts and Collars. 

18. Seattle, Wash. (301). 
Chicago Machinery & 

A ee Pee Machinery and Supplies. 

Seattle Construction Co...C. O. Tanberg, Secy. Cans. 

53. Syracuse, N. Y. (78). 
O’Connor, J. L., Cigar Co.Ogdensburg, N. Y.. Cigars and Tobacco. 


77. Wilkes-Barre, Pa. (43). 


Dime Deposit Bank ..... O. R. Wolfe ....... Bank. 
First National Bank ..... Francis Douglas, 
LS Laat ae > Bank. 


Heights Deposit Bank ...M. Yurkanin, Cashr. Bank. 
Luzerne Co. National 


NS i ae ke hoves sa oad Wm. ‘J. Ruff, Cashr.. Bank. 
Miners Bank, The ....... C. W. Laycock, 
CBOE i nincia coos Bank. 
Second National Bank...E. W. Mulligan, j 
is oe sed ae Bank. 


Slavonic Deposit Bank, 
DS ace wien aha seater oark aks H. C. Twarowski, 


CML ish tke Bank. 
W. B. Deposit & Savings 
BO visens ccwcktasme we J. C. Bell, Cashr. ... Bank. 
Wyoming National Bank.E. E. Buckman, 
ee ee a Bank. 


[MISSING | 


The parties whose names appear in this list are reported missing. 
Any information regarding their whereabouts should be sent to the 
National Office. 


Abbey, H. L., formerly in grocery line at Painted Post, N. Y. 

Bainter, W. P., formerly of S. Solon, Mich. 

Baker, J. L., formerly in the bakery and confectionery business at Em- 
metsburg, Lowa. 

Bannes, S., formerly of 895 N. Marshall St., Philadelphia, Pa. 

Baynes, Ed. C., formerly a builder at Buffalo, N. Y. 

Becker, Harry H., formerly salesman for Barnes-Crosby Co., St. Louis, 

Mo. 
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Benon, W., formerly operated a grocery at 800 S. Leavitt St., Chicago, IIl. 
reported to be living with B. Benon, his son, who is supposedly en- 
gaged in the coal business in Minneapolis, Minn. 

Caspary, E. A., Engraving Co., owned by E. A. Caspary, formerly of Los 
Angeles, Cal. 

Christian, John M., Freight Shipment Router, formerly of St. Louis, Mo., 
last heard of in Los Angeles, Cal. 

Connor, Douglas, originally lessee of the Jacksboro Hotel, Jacksboro, 
Texas, and recently of Wiley Cottage, Dublin, Texas. 

Cram, Eula, Miss, formerly of Etowah, Tenn. 

onggee: Wm., formerly a tailor at Mason and E. Water Sts., Milwaukee, 

is. 

Dashevsky, R., formerly of Akron, Ohio. 

Davenport, N. E., and Davenport, W. L., formerly in plating business at 
819 I St., Sacramento, Cal., under style name of Sacramento Plating 
Works. F 

Fischer O. P., formerly in public accountant work at Portland, Ore. 

Fitzgerald, H., 165 Myrtle St., Detroit, Mich. This party was conducting 
a small grocery business. He is about 40 years of age, five feet five 
inches tall, weighs about 140 pounds, light complexion. 

Gant, H. L., Cherokee, Okla. 

Gensen, John, formerly of Shreveport, La. 

— Henry, formerly of 162d St. and Amsterdam Ave., New York, 


Golembe & Cantor, 759 Melrose Ave., New York City. 

Golson Drug Co., formerly of York, Ala. 

Grabeel, E. J., formerly of Middleboro, Ky., supposed to be in Virginia. 

Greel, Max, formerly of 722 E. Baltimore St., Baltimore, Md., supposed 
to be in Richmond, Va. 

Green, R. L., formerly of Orange Heights, Fla. 

Gregory, J. H., formerly of Herrin, II. 

Grob, E. A., formerly of Deepwater, Mo. 

Hamit, J. H., who until recently was doing business at Bond Town, Va., 
shipping point Coeburn, Va., as the Bond Town Bargain Store. 

Hamlin, F. A., formerly of St. Louis, Mich. 

Hanna, L., formerly of Lorain, Ohio. 

Haviland, Fred, formerly of 21 Lenox St., New Haven, Conn., supposed 
to have gone to Saratoga Springs, N. Y. 

Himsworth, George and Walter, Lancaster Planing Mill Co., formerly of 
Lancaster, Pa. 

Houston & Derrick, general store, formerly of Pangborn, Ark. 

Juhas, Frank, formerly in the confectionery and tobacco business at 
Collier, W. Va., supposed to have gone to Gary, Ind. 

Kennedy, C. F., formerly operating a drug store at 52 Pitman Ave., Ocean 
Grove, N. J. 

Lancaster Planing Mill Co., Lancaster, Pa., proprietors, George and Wal- 
ter Himsworth. 

Lanue, F. M., formerly of Ohio, Col. 

Lindley, Guy H., machinist formerly of Atlanta, Ga., and Knoxville, Tenn., 
now supposed to be somewhere in Alabama or Georgia. 

Lloyd, J. B., formerly of Brookland, S. C. 

Lovejoy, Earl H., formerly doing business as The American Fruit Com- 
pany, 83% Pike St., Seattle, Wash. Present whereabouts unknown. 

McCall, F. R., formerly of St. Louis, Mich. 

Margulis, J., formerly of High Grove, Cal. 

Martin, H. E., formerly manager of the Moneyweight Scale Company, 
with offices in Seneca St., Buffalo, N. Y. 

Millgot Scale Co., formerly of Toledo, Ohio. 

Niles, F. J., formerly of Antlers, Okla. 

Owings, D. A., formerly at New Bern, N. C. 

Pavlovich, R., formerly of Alpha, Mich. 

Price, John, formerly of Spencer, Iowa. 

Rowe, G. A., formerly in the bakery business at Brownsville, Texas. 

Salirno, Chas., formerly of Salida, Col. 

Savas, A. N., a greek, formerly in confectionery business at East Aurora, 
N. Y. 
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Schwencke, T., formerly of Woodmere Phcy., Woodmere, N. Y. 

Smith, Sherman, formerly of Boston, Ark. 

Solomon, F. S., formerly a wholesale and retail dealer in fish, oysters, poul- 
try, fruit and vegetables at 616 Main St., Baton Rouge, La. 

Swindell, Jas. H., Magnesite Co., formerly of Livermore, Cal. 

Taylor, A. C., formerly at Hammon, Okla. 

Thilo, C. G., formerly connected with the Auto Exhibit & Supply Com- 
pany, Los Angeles, Cal. 

Titleman, Max, formerly of Parksley, Va. 

Weiss, B., 2003 Amsterdam Ave., New York, N. Y. 

White, Shirley, formerly in the bakery business at Electra, Texas. 

Whitney, Eoenes. formerly in business at 6438 West Harrison St., Oak 
Park, IIl. 

Yanta Dry Goods Co., formerly at St. Joseph, Mo. 


ASSOCIATION NOTES 


Augusta. 


At the recent annual meeting of the Augusta Association of Credit 
Men, A. H. Merry, of Merry & Company, was elected president; L. L. 
Arrington, of Arrington Bros. & Co., first vice-president; J. M. Smith, 
of Smith Bros. Company, second vice-president; R. H. Daniel, of Stovall- 
Pace Company, secretary; and H. M. Oliver, manager and treasurer. 

The association received the announcement of Mr. Phinizy that he 
could no longer serve as president with great regret, because to such 
alarge extent had members learned to rely upon his judgment and advice. 
His successor in office is, however, as in fact are all the officers, represen- 
tative business men, so that the association can look forward confidently 
toa year of real service. 

The membership committee is particularly active, listing the names 
of all possible members, and an appreciable increase in the membership 
list in the next few months is expected. 


Boston. 


The Boston association never had a better outing than it held this 
past midsummer at the Oakley Country Club, Watertown, Mass. It 
was an outing in which every member had something to do every minute. 
One is sure of this when he reads that Chas. Fletcher, of the Cumner- 
Jones Company, as general chairman of the committees, had the aid of 
twenty-three committee members. 

It is hard to tell which was the most popular sport. The only fault 
that was found with the golf was the fact that it required a knowledge 
of higher mathematics to keep the scores of some of the golfers. The 
tennis courts swarmed with players. Geo. M. Sherman, who acted as 
both catcher and umpire for his nine on the diamond, had difficulty in 
keeping the number of entries down to the conventional number. Prizes 
were awarded at the conclusion of the sports donated by Austin H. De- 
catur and Geo. C. Morton. Dinner was served on the veranda of the club. 


Chattanooga. 


The Chattanooga Association of Credit Men held a meeting char- 
acterized by vim and enthusiasm August 12th, electing F. L. Under- 
wood, of the Hamilton Trust and Savings Bank, president; E. H. Sholar, 
of the Chattanooga Implement and Manufacturing Company, first vice- 
president; G. T. Jacocks, of the Handley, Goodman & Heggie Company, 
second vice-president; and H. W. Longley, of the Chattanooga Wheel- 
barrow Company, secretary. It is felt that with a particularly able board 
of officers and directors the association should get together for a year of 
splendid effort. 

The guest of honor was W. M. Bonham, of Knoxville, who dwelt 
in his talk upon the importance to Tennessee of the election of Chatta- 
nooga’s retiring president, D. A. Landress, to the board of the National 
Association of Credit Men. This point was also emphasized by John 
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Fletcher, of the Chattanooga bar, the legal adviser of the adjustment 
bureau. In fact, many spoke in appreciation of the honor bestowed on 
Mr. Landress, who in response thanked the members for assurances of 
their support in his new responsibilities. 

The report of the Adjustment Bureau Committee was to the effect 
that the bureau is in particularly flourishing condition and gaining in 
prestige every month, fast becoming recognized as one of the city’s 
most valuable assets. 

The Legislative Committee’s report was received with satisfaction, 
reviewing as it did the passage of a bad check law for Tennessee at the 
last legislative session and the defeat of measures that would have been 
inimical to business interests. 

A special committee, appointed to look into the formation of a credit 
exchange bureau, gave an encouraging report to the effect that twenty- 
five concerns had agreed to enter such a bureau, and the committee was 
continued indefinitely to start the bureau in operation. 

The secretary’s report told of a flourishing year in every department 
of the organization, giving promise of a productive year to come. 


Dallas. 


At the July 15th meeting of the Dallas Association of Credit Men, 
Dallas delegates who attended the Salt Lake City convention made their 
report. Among other things, they reported that they had pledged the 
Dallas organization in the sum of $150 annually for five years for the 
support of the investigation and prosecution fund of the National Asso- 
ciation. This action of the delegates was promptly confirmed. 

A discussion took place as to the establishment of an adjustment 
bureau, resulting in the authorization of the president naming a com- 
mittee to study into the feasibility of establishing such a bureau. 

It was voted that in selecting delegates for the convention of the 
year 1916 preference be given to those three members who bring in the 
largest number of applications for new members during the year ending 
May 15, 1916. 

It was voted to take up the question of holding the next meeting 
jointly with the Fort Worth association. 


Duluth. 


It took almost a whole page of the Duluth “Herald” to tell the story 
of the outing of the Duluth Association of Credit Men held July 31st, an 
outing which members will never tire of talking about. The “Herald” 
presented clever cuts to indicate how happy the Duluth debtors felt with 
all the credit men out of town. 

It is little wonder that scarcely a member absented himself from the 
festivities arranged, because the enthusiasm was worked up by the clever- 
est sort of addresses sent to members at brief intervals during the month 
preceding the event. : 

Solon Springs was the place where the outing was held, the place 
“where the old become young, the fat assume the grace and symmetry of 
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the fawn and crepe hangers are thrown into the lake.” The program of 
sports with its prizes running up to the mth degree donated by various 
concerns—members of the Association—would delight any all-around 
athlete. Ball games, egg, three-legged and sack races, ball throwing con- 
tests and the funniest events for the ladies imaginable. The committee 
in charge under the leadership of “William Magnolia” Bergin, were 
recipients of all sorts of congratulations for the excellence of their plans. 


Indianapolis. 


At the noonday luncheon. of the Indianapolis association held 
August 5th, J. D. Meek spoke on “A General Meeting of Credit Men, 
Sales Managers, Salesmen, the Heads of Houses and Banking Insti- 
tutions.” As chairman of the committee in charge of the noonday 
luncheons, he told of his plan to bring some leading merchants of the 
country to address a special meeting on September 25th to bring all 
the leading business interests of the city together to give a better 


co-operative start for the year, if possible, to Indianapolis business 
interests. 


Kansas City. 


The Kansas City association’s outing this year was in the form ofa 
boat trip down the Missouri river in which over two hundred members 
with their families participated. A general good time and a chance to get 
acquainted were of course the prime objects of the trip, but another 
object was to emphasize the importance of keeping the Missouri river 
navigable, for the government had, through its engineer, been informed 
that navigation on the Missouri is not worth the expenditure of half a 
million dollars yearly. 

The business men of Kansas City insist that the engineer’s report is 
based on an unfair premise, that many jobbing houses of Kansas City get 
the bulk of their goods by boat and many of the larger concerns make 
contracts by which they route a large proportion of their shipments by 
the boat lines. There is a saving of about 20 per cent. freight rates by 
river as against railroad costs, so that the chief argument for river naviga- 
tion is that it offers a lever for the control of railroad freight rates between 
St. Louis and Kansas City. Furthermore, it is said that Kansas City 
people have invested about a million dollars in boats, barges and unloading 
facilities, the money having been raised principally among the firms which 
regularly use the water method of transportation. 


Minneapolis. 


About 130 members of the Minneapolis Association of Credit Men 
attended the annual outing at the Interlachen Club held August 18th. 
The entertainment consisted of baseball, tennis, golf, music and danc- 
ing. In the evening an elaborate supper was served in the dining-room 
of the club. It was the most largely attended and most enjoyable outing 
that the association has given, and the committee in charge under the 
direction of F. B. Atwood, was the recipient of many congratulations. 


Norfolk. 


At the weekly meeting ofthe Norfolk Association of Credit Men 
held August 25th, President Barbee named those who are to represent 
Norfolk on various national committees. President Barbee also outlined 
the plans for the conference of Virginia associations to be held in Rich- 
mond, November 11th and 12th, when all the members of the Associa- 
tion in that state will be invited to attend. 


Wichita. 

As Secretary Armstrong, of the Wichita association says, his organi- 
zation has established the habit of holding one of the best meetings of 
the year in the midsummer season. The July meeting was in charge of 
the Committee on Fire Insurance, and there was an address by L. R. 
Stubbs, of Chicago, on “Our Burning Dollars.” Mr. Stubbs represented 
the National Fire Protective Association. Moving pictures were used to 
illustrate his lecture. Also present was the fire chief of the city, who gave 
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some interesting facts regarding the present fire alarm system and pointed 
out some great faults therewith which called for immedite correction. At 
the close of the meeting a resolution was passed authorizing the Fire 
Insurance Committee to work for the installation of an automatic alarm 
system. 


Wilmington. 


There was a joint meeting of the members of the Wilmington Asso- 
ciation of Credit Men and its Bureau of Credits recently at which the 
future of the two organizations was thoroughly discussed, with a result 
that it was decided to bring a closer alliance between the two by each 
electing the same board of directors, they to elect the officers, this with a 
view to centralizing responsibility for the maintenance and operation 
of the two organizations and to bring about certain economies. 

As a result, there has been elected as president of the Wilmington 
association, M. W. Jacobi, of N. Jacobi Hardware Co.; vice-president, H. 
L. Hunt, of McNair & Pearsall. It was decided that the scope and use- 
fulness of the organization could be enlarged and strengthened by reduc- 
ing somewhat the cost of membership. It was decided, therefore, that a 
thorough canvass should be made to determine to what point the dues 
could be reduced without too greatly impairing the association’s revenue. 
There will be a Class “A” membership which covers both connection with 
the National Association of Credit Men and the Bureau of Credits; anda 
Class “B” membership which covers merely the affiliation with the 
National Association of Credit Men by virtue of membership in the 
Wilmington local. 

The directors are resolved to make every effort to make the two 
organizations assets of increasing value to commercial Wilmington and 
invaluable supports to every member. 


ee 


ASSISTANT CREDIT MAN and office manager, twenty-six years of 
age with seven years’ experience, desires new connection with growitg 
concern in need of credit man or assistant. Well educated, thoroughly 
conversant with up-to-date credit methods and an able correspondent. 
Highest reference as to character and ability. Now employed by large 
manufacturing corporation and stockholder therein, but have good 
reasons for desiring a change. Address ADVANCE, care National 
Association of Credit Men, 41 Park Row, New York, N. Y. 

CREDIT MAN and office manager with thorough business training and 
experienced in credit, collection and office management, good cor- 
respondent, desires to make a change. Excellent references as to 
character and ability. Address E. S. A., care of National Association 
of Credit Men, 41 Park Row, New York, N. Y. 

YOUNG MAN, single, with several years’ experience as bookkeeper and 
cashier, desires opportunity to demonstrate his experience and ability. 
Can furnish A No. 1 references. Address WM. J. PFAFF, care of 
ce Louis Association of Credit Men, 314 Security Building, St. Louis, 


ASSISTANT CREDIT MANAGER, capable young man now employed, 
wishes to make a change. Eight years’ experience; executive ability; 
Ai detail man. Age twenty-seven. Address G. L. N., care National 
Association of Credit Men, 41 Park Row, New York, N. ™. 

A THOROUGH CREDIT MAN with twenty-five years’ experience in 
banking and mercantile and manufacturing lines, a high-grade ac- 
countant, familiar with corporation accounting, office management 
and traveling adjustments. Now credit manager for a large manu- 
facturing corporation in the Southwest. Will consider a proposition 
to change, good reasons given, present employers will recommend. 
Address J. O. T., care National Association of Credit Men, 41 Park 
Row, New York, N. Y. 
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CREDIT MAN with wide experience in commercial credits and personal 
and general acquaintance with bankers, merchants and manufac- 
turers, would appreciate opportunity to get in touch with institution 
or organization where services would be of value. Has reorganiza- 
tion experience, familiar with commercial paper. Address B. T. C., 
are National Association of Credit Men, 41 Park Row, New York, 


THOROUGHLY EXPERIENCED CREDIT MAN desires new connec- 
tions with progressive, up-to-date wholesale house. Experienced in 
wholesale millinery and wholesale grocery credits and collections. 
Graduate in law and admitted to practice in the state and federal 
courts. Age thirty-one, married, willing to start at a moderate 
salary. Best references from former and present employers. Ad- 
dress G. R. W., care National Association of Credit Men, 41 Park 
Row, New York, N. Y. 


A THOROUGHLY COMPETENT ACCOUNTANT who has had entire 
charge of that department for a well-known manufacturing company, 
and including supervision of the credits and cellections, owing to 
liquidation is open for engagement in a similar capacity. References 
very high grade. Qualified by experience to assume position of office 
manager and cost accountant. Salary subject to adjustment. Ad- 
dress T. R. J., care National Association of Credit Men, 41 Park 
Row, New York, N. Y. 


CREDIT AND COLLECTION MAN; BOOKKEEPER AND OFFICE 
MANAGER, fifteen years’ experience, age thirty-seven, desires con- 
nection where future prospects are good. Moderate starting salary. 
First-class references. Address K., care National Association of 
Credit Men, 41 Park Row, New York, N. Y. 


CREDIT AND COLLECTION MAN, with over five years’ experience 
in both wholesale business and mercantile agency work and graduate 
of a law school, desires a position in the credit department of a con- 
cern that needs the services of such a man. Age twenty-seven and 
willing to start at a low salary where there would be with hard work 
a chance for future advancement. Address H. L. M., care National 
Association of Credit Men, 41 Park Row, New York, N. Y. 


CREDIT AND OFFICE MANAGER, correspondent systematizer. If 
you are looking for a man with over thirteen years’ experience as 
credit and office manager, thoroughly familiar with the handling of 
collection and general correspondence, hiring and managing office 
help, and capable of giving experienced attention to the general detail 
of office work, get in touch with the undersigned. I am at the present 
time connected with a large corporation with headquarters:in Phila- 
delphia, as traveling auditor, but wish to make a change where the 
future will depend more upon my individual efforts and ability rather 
than influence. Willing to locate in any part of the United States and 
would consider a moderate salary until ability has been proven. Ad- 
dress MANAGER, care National Association of Credit Men, 41 Park 
Row, New York, N. Y. 


ACCOUNTANT, CREDIT, FINANCIAL, OFFICE MANAGER, of 
over twenty years’ experience. For past six years has handled credits 
for a large manufacturer doing business with corset, garter, suspender 
manufacturers and has had charge of the accounting and collections 
of these corporations. Address COMPETENT, care National Asso- 
ciation of Credit Men, 41 Park Row, New York, N. Y. 


EXPERIENCED CREDIT AND COLLECTION MAN, a member of 
the Maryland bar, age thirty-two, married, over ten years in his pres- 
ent position, desires to associate with an established house. Capable 
of any office work in any line of business. Address EXPERIENCED 
care National Association of Credit Men, 41 Park Row, New York, 
N. Y 


CREDIT, COLLECTION, SALES AND OFFICE MANAGER, thirty- 
five years of age, married, college training, and fifteen years’ practical 


business experience in departments above mentioned, now located in 
the West and formerly of New York, desires to connect with some 
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large and well-established New York City house offering opportunity 
and salary commensurate with high-grade executive capacity and 
work. Address S. G. J., care National Association of Credit Men, 
41 Park Row, New York, N. Y. 


AN AUDITOR, CREDIT AND COLLECTION MAN, who can devise 
and install a workable office system, if required, and assume its direc- 
tion, desires to make a connection where he will be responsible direct 
to the managing head of a business. Fully experienced in the duties 
of a connection of this character and also familiar with the general 
responsibilities of a treasurer. Address F. W., care National Associa- 
tion of Credit Men, 41 Park Row, New York, N. Y. 


SITUATION WANTED. Credit and collection man, with ten years’ 
commercial experience, capable taking full charge of credits and col- 
lections, desires position with good house with chance of a future in 
view. Salary moderate to start. Address C. F. B., care National As- 
sociation of Credit Men, 41 Park Row, New York, N. Y. 


CREDIT AND COLLECTION MANAGER of high grade will be open 
for an engagement October 1st, and desires to affiliate himself with a 
concern that can use the services of a man capable of doing big things 
and with a record to prove it. Twelve years’ experience in credit work 
and office management. Can handle all office details and correspond- 
ence and financial end of business, and can get results. Thirty-five 
years old, married, and a plugger. Best of references furnished from 
past employers. Address S. S. E., care National Association of Credit 
Men, 41 Park Row, New York, N. Y. 


WANTED, POSITION AS BOOKKEEPER controlling accounting 
system, or otherwise. Experienced in toilet goods, custom house and 
foreign accounts, credits. Salary moderate. Highest references. Ad- 
dress B. B. C., care National Association of Credit Men, 41 Park Row, 
New York, N. Y. 


CREDIT MANAGER, acquainted with retail and jobbing electrical or 
rubber goods, experienced in office management, collections and cor- 
respondence, desires position with first-class jobbing house. Address 
S. H. W., care National Association of Credit Men, 41 Park Row, New 


York, N. Y. 
DIRECTORIES 


Directory of Standing Special Committees, 1915-1916 


(Chairmen) 
CREDIT EDUCATION AND MANAGE- 


J ENT BUREAU, J. K. Irvine, 
ADT SE Spencer Co., Sioux City, Iowa. ENT, G. Kissinger, Rauser, 
BANKING AND CURRENCY, H. H. Mer- Leavins & Kissinger Co., Milwaukee, 

rick, Armour & Co., Chicago, III. is. 
BANKRUPTCY LAW, Wm, M. Kennard, AMENDMENT OF EXEMPTION LAWS, 


k cht, New . C, Groover, Groover-Stewart Drug 
Graupner, Love Lampre Co., Jacksonville, Fla. : 


BUSINESS LITERATURE, Robt, H. Gay, FIRE INSURANCE, W. F. Courtney, Ar- 


American Can Co., San Francisco, Cal. 

BUSINESS MEETINGS, James L. Wick, 
oo Capete Ice & Storage Co., Youngs- 
town, Ohio. 

COMMERCIAL ARBITRATION, C. B. 
Cranston, Livingston Seed Co., Colum- 
bus, Ohio. 

COMMERCIAL ETHICS, Chas. Bohannon, 
Hercules Buggy Co., Evansville, Ind. 

CREDIT CO-OPERATION, P. E. Parrott, 
Battreall Shoe Co., St. Joseph, Mo. 

CREDIT DEPARTMENT METHODS, 


Irving L. Tones, International Heater 
Co., Utica, N. Y. 


mour & Co., Denver, Col. 


FOREIGN CREDITS, A. H. Boette, Fil- 
singer-Boette Shoe Co., St. Louis, Mo. 

INVESTIGATION AND PROSECUTION, 
Curtis R. Burnett, American Oil & 
Supply Co., Newark, N. J. 

LEGISLATIVE, G. Owen Vincent, Com- 
mercial Germania Tr. & Svgs. Bank, 
New Orleans, La. 

MEMBERSHIP, F. B. At d, F 
Ford & Co., Minneapolis, Minn. as 

MERCANTILE. AGENCY, E. F. Pillow, 
Lincoln National Bank, Rochester, N. Y. 
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Directory of Officers of the Affiliated Branches of the 
National Association of Credit Men 


(Arranged Alphabetically by States) 


ALABAMA, Birmingham—Merchants and 
Manufacturers Association of Birming- 
ham. President, R. A. Porter, Tyler 
Gro. Co.; Secretary, J. A. Coker, Bir- 
mingham Paper Co.; Assistant Secretary, 
R. . Eggleston, Chamber of Com- 
merce Bldg; Manager, J. T. Slatten, 

612-14 Chamber of Commerce Bldg. 

ALABAMA, Montgomery — Montgomery 
Association of Credit Men. President, 
I. H. De Wees, Ballard & Ballard; 
Secretary, Ernest Meyer, Levy-Wolff 
Shoe Co.; Assistant Secretary, J. M. 
Holloway, Bell Bide. farts 

ALABAMA, Selma—Selma Association of 
Credit Men. President, Harry G. Pat- 
tillo, Pattillo & Russell; Secretary, J. S. 
Carothers, Selma Hdw. Co. , 

ARKANSAS, Fort Smith—Fort Smith As- 
sociation of Credit Men. President, M. 
Zs Dyke, Dyke Bros.; Secretary, Ben 
D ‘ 


; impel, 606 Merchants National 
Bank Bldg. 
ARKANSAS, Tittle Rock—Little Rock As- 


sociation of Credit Men. President, 
Sam T. Poe, Beal-McDonnell Co.; Sec- 
retary, L. H. Pace, Crane Co. 

CALIFORNIA, Los Angeles—Los so 
Credit Men’s Association. President, 
i D. Simpson, Klein Simpson 

ruit Co.; Secretary . C. Mushet, 
12 Union League Bldg. E 

CALIFORNIA, San Diego—The Credit 
Association of San Diego. President, 
J. S. Akerman, Pacific Wood & Coal 
Co.; Secretary, Carl O. Retsloff, 607-8 
Spreckles Theatre Bld. 

CALIFORNIA, San Francisco—San Fran- 
cisco Credit Men’s Association. Presi- 
dent, Robt. H. Gay, American Can Co.; 
Secretary, Charles T. Hughes, 433 Cali- 
fornia St. 

COLORADO, Denver — Denver Credit 
Men’s Association. President, Jas. ‘A. 
McSwigan, The Crescent Mill & Ele- 
vator Co.; Secretary, S. R. Steinmetz, 
The Donaldson Fruit Co.; Assistant 
Secretary, David F. Lowe, 503 Conti- 
nental Bldg. 

COLORADO, Pueblo—Pueblo Association 
of Credit Men. President, S. W. Pres- 
sey, Pressey Fruit Co.; Secretary, A. 
V. Fagerstrom, Hyde Paper Co.; As- 
sistant Secretary, F. L. Taylor, 410 
Central Block. 

CONNECTICUT, _ Bridgeport — Bridgeport 
Association of Credit Men. President, 


Geo. E. Melius, H. O. Canfield Co.; 
Secretary, L. M. Allen, Bridgeport 
Brass Co. 


CONNECTICUT, Hartford—Hartford As- 
sociation of Credit Men. President, 
Edw. J. Pearson, Jewell Belting Co.; 
Secretary, C. de L. Alton, J. B. Will- 
iams Co., Glastonbury, Conn, 

CONNECTICUT, New Haven—New Haven 
Association of Credit Men. President, 
H. B. Kennedy, Hoggson-Pettis Co., Sec- 
retary, Ziegler Sargent, Sargent & Co. 

DISTRICT OF COLUMBIA, Washington 
—Washington Association of Credit 
Men. President, Henry H. McKee, Na- 
tional Capital Bank; Secretary, R. 
Preston Shealey, Colorado Bldg. 

FLORIDA, Jacksonville — Jacksonville 
Credit Men’s Association. President, 
J. D. Holmes, Baker & Holmes Co.; 
Secretary, J. W. Pettyjohn, Covington 

Company. 


FLORIDA, Tampa—Tampa Association of 
Credit Men. President, Frank Bentley, 
The Bentley-Gray Dry Goods Co.; Sec- 
retary, A. Masters, Coates Plumbing 
Supply Co. 

GEORGIA, Atlanta—Atlanta Association of 
Credit Men, President, J. L. Baldwin, 
E. L. Rhodes & Co.; Secretary, H. T. 
Moore, Chamber of Commerce Bldg. 

GEORGIA, Augusta—Augusta Association 
of Credit Men. President, A. H. 
Merry, Merry & Co.; Secretary, R. H. 
Daniel, Stovall-Pace Co. 

GEORGIA, Savannah — Savannah Credit 
Men’s Association. President, Oscar 
S. Kulman, Savannah Woodenware Co.; 
Secretary, W. R. Finegan, Chamber of 
Commerce. 

IDAHO, Boise—Boise Association of Credit 
Men, Ltd. President, John L. Hol- 
lingshead, Oakes & Co.; Secretary, D. 
jj A. Dirks, 305-306 Idaho Bldg. 

ILLINOIS, Chicago—Chicago Association 
of Credit Men. President, Charles F. 
Hoerr, Home Bank & Trust Co.; Sec- 
retary, Chas. R. Dickerson, 10 So. La 


lle St. 

ILLINOIS, Decatur—Decatur Association 
of Credit Men. President, A. J. Mur- 
ray, McClelland-Ward Co.; Secretary, 
T. G. Casley, American Hominy Co. 

ILLINOIS, Peoria—Peoria Association of 
Credit Men. President, Wm. Hazzard, 
Commercial German National Bank: 
Secretary, Charles H. Speck, Herschel 


Mfg. Co. 

ILLINOIS, Quiney—Quincy Association ot 
Credit Men. President, George A. Wall, 
Gardner Governor Co.; Secretary, 
x Rothgeb, Quincy Confectionery 

0 


ILLINOIS, Springfield—Springfield Asso- 
ciation of Credit Men. President, 
George E. Keys, Farmers’ National 
Bank; Secretary, George E. Lee, Jage- 
man-Bode Co. 

INDIANA, Evansville—Evansville .\ssocia- 
tion of Credit Men. President, Nestor 


Brentano, Southern Stove Works; 
Secretary, H. W. Sparrenberger, Par- 
sons & Scoville Co. 


INDIANA, Indianapolis—Indianapolis As- 


sociation of Credit Men. resident, 
Mord Carter, State Savings & Trust 
Co.; Secretary, John V. Coffield, 704 


Merchants Bank Bldg. 

INDIANA, South Bend—South Bend As- 
sociation of Credit Men. President, A. 
E. Peltz, Jacobson, Peterson, Peltz & 
haufer; Secretary, R. P. Lang, South 
Bend Wholesale Tkenais Co. 

IOWA, Cedar Rapids—Cedar Rapids Asso- 
ciation of Credit Men. President, W. 
K. Roth, Churchill Drug Co.; Secre- 
tary, J. J. Lenihan, 504 Mullin Bldg. 

IOWA, Davenport—Davenport Association 
of Credit Men. President, George W. 
Noth, Davenport Bag & Paper Co.; 
secretary, Isaac Petérsberger, 222 Lane 

g. 

IOWA, Des Moines—Des Moines . Credit 
Men’s Association. President, A. J. 
Mehlin, Brown-Camp Hardware Co.; 
Secretary, Ernest R, Lucas, Schmitt & 
Henry Mfg. Co. 

IOWA, Sioux City—Sioux City Association 
of Credit Men. President, H. C. Reed, 

Conway _ Cigar Co.; Secretary, W. F. 

Teter, Ehlerman Bros. Co. 
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IOWA, Waterloo—Waterloo Association of 
Credit Men. President, George 
Huntley, Cutler Hdw. Co.; Secretary, 
L. E. Peck, Waterloo Chemical Works. 

KANSAS, Wichita—Wichita Association of 
Credit Men. President, John B. House, 
Lehmann-Higginson Gro. Co.; Secre- 
tary, C. H. Armstrong, McCormick-Arm- 
strong Press; Assistant Secretary, M 
E. Garrison, 1009 Beacon Bldg. : 

KENTUCKY, Lexington—Lexington Credit 
Men’s Association. President, M. C. 
Kellogg, Kemeas & Co. ; Richmond, Ky. ; 
Secreta C. L. Williamson, 1312-15 
Fayette National Bank Bldg. : 

KENTUCKY, Louisville—Louisville Credit 
Men’s Association. President, Peyton 
B. Bethel, Falls City Clothing Co.; 
Secretary, Chas. Fitzgerald, U. S. Trust 
Co. Bldg.; Assistant Secretary, H. H. 
Ainslee, U. S. Trust Co. Bldg. : 

KENTUCKY, Paducah—Paducah Associa- 
tion of Credit Men. President, J. M. 
Walton, Covington Bros. & Co.; Secre- 
tary, Frederick Speck, Paducah Tron Co. 

LOUISIANA, New Orleans—New Orleans 
Credit Men’s Association. President, 
Geo. K. Smith, Simonds Mfg. Co.; Sec- 
retary, T. J. Bartlette, Williams, Rich- 
ardson & Co., Ltd. 

MARYLAND, Baltimore—Baltimore Asso- 
ciation of Credit Men. President, S. 
F. Miller, S. F. & A. F. Miller & Co.; 
Secreta S. D. Buck, 100 Hopkins PI. 

MASSACHUSETTS, Boston — Boston 
Credit Men’s Association. President, 
Austin H. Decatur, Decatur & Hopkins 
Co.; Secretary, Herbert A. Whiting, 77 
Summer St. 7 4 

MASSACHUSETTS, _  Springfield—Spring- 
field Credit Men’s Association. resi- 
dent, O. E. Doty, Third National Bank; 
Secretary, L. E, Herrick, Victor Sport- 
ing Goods Co. 

MASSACHUSETTS, _ Worcester—Worces- 
ter Association of Credit Men. _Presi- 
dent, Chas. C. Winn, Wyman & Gordon 
Co.; Secretary, Paul Fielden, Hamm 
Electric Co. 

MICHIGAN, Detroit—Detroit Association 
of Credit Men. President, .Edward 
Bland, Ireland & Matthews Mfg. Co.; 
Secretary, Frank R. Hamburger, 1032 
Dime Bank Bldg. | : 

MICHIGAN, Grand Rapids—Grand Rapids 
Credit Men’s Association. President, 
E. K. Prichett, Mace Compnny’ Secre- 

Walter H. rooks, olverine 
Brass Works. 

MICHIGAN, Saginaw—Saginaw Associa- 

tion of Credit Men. resident, Chas. 
Pellott, Morley Bros.; Secretary, 
rank Day Smith, 315 Bearinger Bldg. 

MINNESOTA, Duluth—Duluth Association 
of Credit Men.  (Duluth-Superior.) 
President, H. A. Sedgwick, Marshall- 
Wells Hardware Co.; Coesehaty, Ww. O 
Derby, Manhattan Bldg. 

MINNESOTA, Minneapolis — Minneapolis 
Association of Credit Men. President, 
C. E. Mann, Northwestern Knitting 
Co.; Secretary, W. O. Hawkins, Mc- 
Clellan Paper Co. 

MINNESOTA, St. Paul—St. Paul Associa- 
tion of Credit Men. President, Geo. 
W. Ekstrand, Foot, Schulze & Co.; 
Secretary, m, Fritz, St. Paul 
Rubber Co. 

MISSOURI, Kansas City—Kansas City As- 
sociation of Credit Men. President, R. 
N. French, Union Match Co.; Secre- 
tary, Marvin Orear, 504 New England 


Bldg. 

MISSOURI, St. Joseph—St. Joseph Credit 
Men’s Association. President, E. H. 
Zimmerman, Tootle-I.emon National 
Bank; Secretary, L, H. Fuqua, Doni- 
phan Candy Co. 
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MISSOURI, St, Louis—St. Louis Associ. 
tion of Credit Men. President, Au 
E. Gilster, Kroeger-Amos Gro. (p; 

elsh, 315 Security 


g. 

MONTANA, Butte — Butte Association of 
Credit Men. President, A. R. Currie 
Virden & Currie Co.; Secretary, W. E 
Dufresne, Montana Hdw. Co.; Assist. 
ant Secretary, C. E. Alsop, Ind. Te. 


Bidg. 

MONTANA, Great Falls—Northern Mon. 
tana Association of Credit Men. Pres. 
dent, C. E. Heisey, Heisey Gro. Co; 
Secretary, J. J. Flaherty, Great Fall 
nee Co, 

NEBRASKA, Lincoln — Lincoln Credit 
Men’s Association. President, E. W, 
Nelson, Rudge & Guenzel Co.; Secre 
ee H. T. olsom, Union Coal Co, 

NEBRASKA, Omaha—The Omaha Associ. 

ation of Credit Men. President, R. D. 

Wilson, Fairmont Creamery Co.; Secre 

tary, E Jones, Credit Clearing 


House. 

NEW. JERSEY, Newark—Newark Ass 
ciation of Credit Men. President, Ar 
thur B. Underwood, Riley-Klotz Co, 
Secretary, Harry I. Hunt, Room 906, 
671 Broad St. 

NEW YORK, Albany—Albany Association 
of Credit Men. President, Reuel C. B. 
Adams, Sacsona! Commneresal = See. 
reta ohn ce, Hoy ompany, 

NEW VoRe Buffalo—Buffalo ‘Agvocietin 
of Credit Men. President, P. F. J. 
Muskopf, Walbridge & Co.; Secretary, 
Harry R. Bridgman, 1001 Mutual Life 


Bldg. 

NEW YORK, New York—New York 
Credit Men’s Association. President, 
E. D. Flannery, A. Steinhardt & Bro.; 
Secretary, A. ‘th. Alexander, 320 Broaé- 


way. 

NEW YORK, Rochester—Rochester Credit 
Men’s Association. President, E. F. 
Pillow, Lincoln National Bank; Secre- 
tary, Edward Weter, Yawman & Erbe 
Mfg. Co. 

NEW YORK eo racuse Associa 
tion of Credit Men. resident, M. D. 
Whitford, Semet-Solvay Co.; Secretary, 
H. B. Buell, Vinne Idg. 

NEW YORK, Utica—Utica Association of 
Credit Men. President, Irving L. Jones, 
International Heater Co.; Secretary, 
Fred W. Wienke, care Charles Millar 
& Son Co. 

NORTH CAROLINA, Wilmington—Wil 
mington Association of Credit Men. 
President, M. W. Jacobi, N. Jacobi 
Hardware Co.; Secretary, Louis Good: 
man, Bureau of Credits. 

NORTH DAKOTA, Fargo—Fargo Associa 
tion of Credit Men. President, B. V. 
Moore, Dakota Trust Co.; Secretary, 

L. Loomis, N. W. Mutual Savings 
& Loan Assn. 

NORTH DAKOTA, Grand Forks—Grand 
Forks Association of Credit Men. Pres 
ident, P. J. Kavanaugh, Russell-Miller 
Milling Co.; Secretary, F. D. Cameron, 
Park, Grant & Morris Gro. Co. 

OHIO, Cincinnati—Cincinnati Association 
of Credit Men. President. $. 
Larkby, Edwards Mfg. Co.; Secretary, 
I. M. Freiberg, 631-2 Union Trust 


Bldg.. 

OHIO, Cleveland—Cleveland Association of 
Credit Men. President, Frank H. Rar 
del, American Stove Co.; Secretary, 
Irvine K. Schnaitter, 326 Engineer 


Bldg. 

OHIO, Columbus—Columbus Credit Men's 
Association. President, C. W. Ham 
mond, Avery-Loeb Elec. Co.; Secretary, 
Benson G. Watson, 411-420 The New 
First National Bank ‘Bide. 


Secretary, C. P. 
Bld ™ 
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OHIO, Dayton—The Greater Dayton Asso- 
ciation. premcent. Geo. B. Smith, The 
Kinnard Mfg. Co.; Secretary, H. J 

Chancellor, Greater Dayton, Assn. 


OHIO, Toledo— Toledo Association of 
Credit Men. President, Charles R. 
Clapp, National Supply Co.; Secretary, 
Fred, "A. Brown, 1639 Nicholas Bldg. 


OHIO, Youngstown, Youngstown Associa- 
tion of Credit Men. President, Wells L. 
Griswold, Dollar Savings & Trust Co.; 
Seagetary, . C. McKain, 1106-7 Ma- 

honing National Bank Bl dg. 


OKLAHOMA, Oklahoma City—Oklahoma 
City Association of Credit Men. Presi- 
dent, S. P. Berry First State Bank; 
Secretary, E Smith, 1217 Colcord 
Bldg. 

OREGON, Portland—Portland Association 
of Credit Men, President, W. W. 
Downard, Union Meat Co.; Secretary, 
E. G. Leihy, Blumauer-Frank Drug Co. 


PENNSYLVANIA, Allentown—Lehigh Val- 
ley Association of Credit Men.  Presi- 
dent, Wm. Eberhard F. Hersh 
Hdw. Co.; Secretary, E. V. Ryan, 402 
Hunsicker Bldg. 


PENNSYLVANIA, New Castle—New Cas- 
tle Association of Credit Men. Presi- 
dent, W. B. Howe, New Castle Gro. 
Co.; Secretary, Roy M. Jamison, 509 
Greer Block. 


PENNSYLVANIA, Philadelphia—Philadel- 
phia Association of Credit Men. Presi- 
dent, Freas Brown Snyder, First Na- 
tional Bank; Secretary, David A. Long- 
acre, Room 801, 1011 Chestnut St. 


PENNSYLVANIA, Pittsburgh—Pittsburgh 
Association of Credit Men. Presiden 
James E. Porter, Firth Sterling Sees 
Co., McKeesport, Pa.; Secretary, A. 
Ellis, Renshaw Bldg. 


PENNSYLVANIA, Wilkes-Barre — Wilkes- 
Barre Association of Credit Men. Pres- 
ident, T. z. Hillard, Miner-Hillard Mill- 
ing Co.; Secretary, Geo. H. McDonneil, 
1222 Miners Bank Bide. 


RHODE ISLAND, Providence—Providence 
pesecemen. of Credit Men. President, 
Llewellyn W. Jones, General Fire Ex- 
Belcher & Co.; $ Secretary, H. F. Barker, 

her & oe Hdwe Co.; Assistant 


Secretary, F. A, Cushing, 16 Hamilton 
t. 


SOUTH CAROLINA, Columbia—Columbia 
Association of Credit Men. President, 
Joyner, Southern States Supply 
Co. ; : Secretary, Moffat B. Du Pre, 
fat B. Du Pre Co. 


SOUTH CAROLINA, Greenville—Green- 
ville Agsociation of Credit Men. Presi- 
dent, D. C. Durham, Gilreath & Dur- 
ham Co.; Secreta Albert S, John- 
stone, Chamber of ommerce, 

SOUTH DAKOTA, Sioux Falls—Sioux 
Falls Association of Credit Men. Presi- 
dent, A. R. Fellows, Brown Drug Co. 
Secretary, Harry Pomeroy, Sioux Falis 
Paper Co. 


TENNESSEE, Coottensemn — Cigtnccem 
Association of Credit Men. President 
. L. Underwood, Heston Trust Sav- 
ings Bank; Secretary, H. W. Longley, 
Chattanooga Wheelbarrow Co. 
TENNESSEE, Johnson City—Johnson City 
Association of Credit Men. President, 
Thos. B. Wolfe, Model Mill Co.; Sec- 
reta Nat. G. Taylor, Summers-Par- 
rott Hdw. Co. 
TENNESSEE, Knoxville—Knoxville Asso- 
ciation of Crome Men. President, W. 
. Bonham . McClung & Co.; 
i. A. ww Thompson, House, 
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TENNESSEE emphis—Memphis Associ- 
ation of ee Slee President, Will 
Orgill, Orgill Bros. & Co.; . Secretary, 

Cleveland, Business Men’s 


TENNESSE. Nashville—Nashville Credit 
Men’s Association. President, C. 
Penrice, Tennessee Chemical Co.; Sec- 
retary, Chas. H. Warwick, 1222 Stahl- 


man Bldg. 

TEXAS, Dallas — Dallas 
Credit Men. President, J. W. Dickson, 
Texas Paper Co.; Secretary, ..c 
Dierks, Texas Machine & Supply Co. 

TEXAS, El Paso—El Paso Association of 
Credit Men. President, C. A, Brand- 
berg, Momson, Dunnegan, Ryan Co.; 
Secretary, S. W. Daniels, 307 City Na- 
tional Bank Bldg. 

TEXAS, Fort Worth—Fort Worth Associa- 
tion of Credit Men. President, Ben E. 


Association of 


Keith, Harkrider-Keith-Cooke €o.; ; Sec- 
retary, G. R. 


M, Montgomery, Swift & 


oO. 

TEXAS, Houston—Houston Association of 
Credit Men. President, a, A. Neu- 
a F. W. Heitmann Secre- 
tary, L. Dingle, Bonner ois 1 eo. 

TEXAS, San Antonio—San Antonio Asso- 
ciation of Credit Men. President, Jake 
Wolff, J. Oppenheimer & Co.; Secre- 
tary, ‘A; J. Castanola, M. Castanola & 
Sons; Manager, Henry A. Hirshberg, 
Chamber of Commerce. 

UTAH, Salt Lake City—Utah Association 
of Credit Men. President, Arthur Par- 
a 82 Quince St.; Assistant Secre- 

, Walter Wright, 1411 Walker Bank 


verker Burlington—Burlington Asso- 
ciation of Credit Men. Presi ent, Smith 
F, Henry, Vermont Hdw. Co.; Secre- 
tary, E Howard, Howard’s Insur- 


VIRGINIA TENNESSEE, Bristol—Bristol 
Association of Credit’ Men. President, 
F. Newman, King Bros. Shoe Co.: 
secretary, W. E. Sams, Eagle Overall 

VIRGINIA, Lynchburg—Lynchburg Credit 
Men’s Association. President, Giles H. 
et os National Bank; Secretary, 

“7, Brown, Craddock-Terry Co. 

VIRGIN A, ” Norfolk — Norfolk-Tidewater 

Association of Credit Men, President, 

H. G. Barbee, Harris, Woodson, Bar- 

bee Co.; Secretary, ¢ L. Whichard, 
Whichard Bros. Co.; Assistant Secre- 
tary, Saeteen N. Woodard, 611 National 
Bank of Commerce Bldg. 

VIRGINIA, Richmond~Bichnond Credit 
Men’s Association. President, E. 
Hinckle, Richmond Dry Goods Co.; 
Secretary, Jo Lane Stern, 905 Trav- 
elers’ Insurance Bldg. 

VIRGINIA, Roanoke—Roanoke Agpediotion 
of Credit Men. President, S. S. Burch, 
Brand re ax Inc. ; Secretary, B. A, 

Marks, W ones & C 

WASHINGTON” a nian Associa- 
tion of Credit Men. President, L. 
Woods, pohwabecher Bros. & Co.; Sec- 
retery, & A, wright, H. 3); Heinz Co. 

WASHI GTON, Spokane—Spokane Mer- 
chants’ Aasnalenlae. President, Thomas 
J. Griffith, Benham & Griffith Co.; Sec- 
retary, ii B. Campbell, Old National 
Bank Bldg.; Assistant Secretary, L. H. 
Macomber. 

WASHINGTON, Tacoma—Tacoma Associ- 
ation of Credit Men. _ President, Wm. 
Soa Sperry Flour Co.; "Secre- 

ry, R. Simpson, 802- 4 Tacoma Bldg. 

WEST” VIRGINIA, Bluefield-Graham — 
Bluefield-Graham Credit Men’s Associ- 
ation. President, T. N. Williamson, 
Graham Gro. Co., Graham Va.; Secre- 
tary, P. J. Alemgncer. Flat Top Gro, 
Co., Bluefield, W. Va, 





880 CREDIT MEN’S BULLETIN 


WEST VIRGINIA, Charleston—Charleston 
Association of Credit Men. President, 
lsaac Loewenstein, Loewenstein & Sons; 
en, Okey Johnson, Abney-Barnes 


o. 

WEST VIRGINIA, Clarksburg — Central 
West Virginia Association of Credit 
Men. President, W. T. Wallis, Hor- 
nor-Gaylord emeeer; Secretary, Karl 
A. Holy, Williams dw. Company. 

WEST VIRGINIA, Huntington—Hunting- 
ton Association of Credit Men. Presi- 
dent, John E. Norvell, Norvell-Cham- 
bers Shoe Co.; Secretary, C. C. Henk- 
ing, Croft-Stanard Company. 

WEST VIRGINIA, Parkersburg—Parkers- 
burg-Marietta Association of Credit 
Men. President, T. E, Graham, Gra- 
ham-Bumgarner Co.; Secretary, H. W. 
Russell, Rectory Bidg. : 


WEST VIRGINA, Wheeling—Wheeling ~ 
Association of Credit Men. President, ~ 
W. C. McGregor, H. P. McGregor Co.; 
Secretary, John Schellhase, ation 
Exchange Bank Bldg. 

WISCONSIN, Green Bay — Wholesale 
Credit Men’s Association of Green Bay, 
President, Wm. P. Brenner, Brenner 
Candy Co.; Secretary, J. V. Rorer, In- 
ternational Harvester Co. 

WISCONSIN, Milwaukee—Milwaukee As- 
sociation of Credit Men. President, 
Frank G. Smith, The Frank G. Smith 
Co.; Secretary, H. M. Battin, 610 Ger- 


mania Bldg. 

WISCONSIN, Oshkosh—Oshkosh Associa- 
tion of Credit Men. President, Ben 
Hooper, Bemis-Hooper-Hayes Co.; Sec- 
_—~. Chas. D. Breon, 83 Monument 

q. 


Directory of Adjustment Bureaus Condnctel iy Local 
Credit Men’s Associations 


California, Los Angeles, F. C. De Lano, M 
California, San Diego, Cart O, Retstorr 


California, San Francisco, C. T. HuGues, M 


., Higgins Bldg. 
gr., 67-608 Spreckles’ Bid 
gr., 521 


nsurance Exchange fidg. 


Colorado, Pueblo, F. L. TayLor, Megr., 410 Central Block. 
Florida, Tampa, T. S, Marsuatt, Citizens’ Bank Bldg. 
Georgia, Atlanta, H. A, Ferris, Mgr., Chamber of Commerce Bldg. 


Idaho, 


ae Augusta, == OLIVER 
Illinois, Chicago, M. 


. Rasmussen, Mgr. 


10 
Illinois, Decatur, C. A. McMiLLEN, 409 Millik 


Indiana, Indianapolis, W. E. Batcu, 
lowa, Cedar Rapids, 5. De 


Iowa, Des Moines, A. W. Brett, Mgr., 708 
Iowa, Sioux City, C. J. SEIDENSTICKER, 
Kansas, Wichita, M. 


Py a tisen War ibe Wiehe ae 
oise, D. J. A. Dirxs, Mgr., 305 Idaho E 

te ui Ss. La Salle Street. 
en Bldg. 
gr., 7th Floor News Bldg. 
LenrHan, Mgr., Luberger & Lenihan. 
Iowa, Davenport, Isaac PerersBerGeR, Mgr., 222 Lane Bldg. 
oungman Bldg. 
gr., The Motor rt. 
. Garrison, Mgr., 1009 Beacon Bldg. 


Kentucky, Lexington, C. L. Witit1amson, Mgr., McClelland Bldg. 
Kentucky, Louisville, Cas. Fitzceratp, Mgr., 45 U. S. Trust Co. Bldg. 
Louisiana, New Orleans, E. Pitssury, Supt., 608 Canal, Louisiana Bank Bldg. 


Maryland, Baltimore, S. D. B 


uck, Mgr., 100 Hopkins Place. 


Massachusetts, Boston, H. A. WHITING, ages Summer Street. 
1 


Michigan, Grand sage, 5. J. aaa, Mer. 435% 
. O. Dersy, Mgr., 62 


Minnesota, Duluth, 
Minnesota, sunpenpetie, J. P. Gatsraita, 
Minnesota, St. Pau 


Missouri, St. Joseph, C. S. Kang, M 
Missouri, St. Louis, 
Montana, Butte, C. 


chigan Trust Bldg. 


Manhattan Bldg. 
gr., 241 Endicott Bldg., St. Paul. 
, Joun P. Garsraitu, Mgr., 241 Endicott Bld 
Missouri, Kansas City, M. L. Orgar, Megr., so 

gr., 20 
. W. CuiILton, 310-313 Security Bldg. 
. Atsop, Trustee, Indiana Telephone Bldg. 


New England Bldg. 
axton Bank Bldg. 


Nebraska, Lincoln and Omaha, Jonn Durr, Mgr. 4:2 Karbach Block, Omaha. 


New 


ersey, Newark, Harry 
New 


Ohio, Cincinnati, 


. Hunt, 671 Broa 


treet. 


ork, Buffalo, W. B. Granpison, Mgr., 1oo1 Mutual Life Bldg. 
New York, Central New York Credit Interchange and Adjustment Bureau, Inc., H. B. 
Buett, Mgr., Syracuse. 


. M. Frerserc, Mgr., 904 Commercial Tribune Bldg. 


Ohio, Cleveland, T. C. Ketter, Commissioner, 324 Engineers Bldg. 


Ohio, Columbus, B. G. Watson, Magr., 411 


The New First National Bank Bldg. 


Ohio, Toledo, Frep A. Brown, Mgr., 1639 Nicholas Bldg. 


Ohio, Youn 


town, W. C. McKain 
Oklahoma, 


klahoma City, Eucene 


Mgr., 1106 Mahoning National Bank Bldg. 
‘Miter, Mgr., 1217 Colcord Bldg. 


Oregon, Portland, B. K. Knapp, Mgr., 603 Commercial Block. 
Pennsylvania, New Castle, Roy M. Jamison, Mgr., 509 Greer Block. 
Pennsylvania, Philadelphia, Davip A. Loncacre, Room 801, 1011 Chestnut St. 


Pennsylvania, Pittsburgh, A. C. E 
Pennsylvania, Wilkes-Barre, G. 


Lis, Mgr., Renshaw Bldg. 
H. McDonnett, Secy., 1222 Miners’ Bank Bldg. 


Tennessee, Chattanooga, J. H. McCattum, Mer., Hamilton National Bank Bldg. 
Tennessee, Memphis, Oscar H. Cieveranp, Mgr., Business Men’s Club Bldg. 
Tennessee, Nashville, Cuas. H. Warwick, Megr., 1222 Stahlman Bldg. 


Texas, El Paso, 


S. W. Danrets, Mgr., 35 City National Bank Bld 


Texas, Houston, F. G. Masgue.ette, 1117 Union National Bank Bidg. 
Texas, San Antonio, Henry A. Hirsuserc, Mgr., Chamber of Commerce. 


Utah, Salt Lake City, Watter Wricut, M; 
Virginia, Norfolk, SHriton N. Wooparp, 
Virginia, Richmond, Jo Lane Stern, M 
Washington, Seattle, L. H. Macomser, 
Washington, Spokane, 
Washington, Tacoma, W. W. Keyes, Mgr., 
West Virginia, Parkersburg, H. W. R 


-» 1411 Walker Bank Bldg. 

gr., 611 National Bank of Commerce Bldg. 
-» 905 Travelers Insurance Bldg. 

.» Polson 
T. B. Camper gr. 


Bldg. 
Old National Bank Bldg. 


1p ITZ 
802 Teceme Bldg. 
USSELL, Mer., Rectory Bld 


West Virginia, Wheeling, J. E. ScnettHase, Mer., 631 National’ Exchange Bank Bldg. 


Wisconsin, Green Bay, 


Wisconsin, Milwaukee,.S. Frep. Werz.er, 


. D. Jasern, Mer., 


Fox Block. 
Megr., 1405 First National Bank Bldg. 


Wisconsin, Oshkosh, Cuas, D. Brzon, Mgr., 83 Monument Square. , 
THE KALKHOFF COMPANY, NEW YORK. 
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